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Do Not Fail to Read the Thanksgiving Editorial in This Issue. 
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i Spit Fire’Guarantee 


“'The Unburnable 
Platinum Point” 


The Plug That Stands 
More Soot, Heat And 
Oil Than Any Other 
Plug In The World. 


A. R. MOSLER & CO. NewYork, N.Y. 
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u 
your Christmas display 


elronclad in 


can set up a striking, trade pulling, win- 
dow in no time. 


The Ironclad is a stocky little alarm 
cased in heavy cast iron. Its bell isout 
of sight, out of harm’s way. It stands 
Christmas. 7 firm on its feet, its movement protected 

We know you don’t get much time from jolt or jar, kept free from dust 
in December to plan displays; that’s and dirt. 
why we had our window man set up 


f you arrange a display of Ironclad 
| alarms in holly boxes about Decem- 
ber tenth you’re going to decide the 
gift question for a lot of people who 
want to send ‘‘something useful’’ this 


Just set one on your counter, point out how 





some good ones and photograph them 
for your benefit. 


On request we’ll include with an or- 
der for 24 Ironclads, cartons, posters and 
show cards. We’llsend you pictures 
of several displays so one of the ‘‘boys”’ 


sturdily it’s built—how well it’s protected— 
how long it rings, and say ““$1.50 please.” And 
bring down another. Tell them to get it oiled 
every other year. 

One of the best advertisements we know is to have your 
name on the face of every Ironclad you sell—they’ re printed 


free in lots of 24. Allow three weeks for special printing 
—stock clocks shipped at once. 


85c each, net, in broken lots. 80c each, net, in case lots of 24. 
Height 5 inches. Weight 24 lbs. Dial 23 inches.— Order direct or through your jobber. 
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Useful Christmas Gifts 


will soon be in demand. Your customers are people 
who havea keen sense of practical values, and 
know what is worth while. They have relations 
and friends 'with mechanical tastes whom they will 
remember at Christmas. Here is something that 
will appeal strongly and sell readily. 


Brown & Sharpe 


Sets of Standard Tools 
For Students and Apprentices 


make ideal presents for young mechanics and 
students in technical schools. Show your customers 
the fine assortment of useful tools conveniently 
arranged in the neat leather case. Show them 
how handily it slips into the pocket when folded. 
Or show them the set in the wicely finished 
wooden case. 

Both of thes2 sets are thoroughly serviceable. All 
the tools are B. & S. Standard quality chosen 
with an_ eye to the practical needs of a beginner. 
Your customers will welcome the suggestion of 
these sets for Christmas presents. These sets will 
sell. Better put in a stock now and get some of 
our new folders illustrating them. 


Remember — We Protect The Dealer 














Means a 















































Brown & Sharpe Manufacturing Company 
Providence, Rhode Island 
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It Loes the | ork COES WRENCH=CO WORCESTER MASS US A 


of a “Giant 


Here is the big fellow among 
wrenches—big in size, strength and 
adaptability... It fits right into the job 
wherever a need arises for a large-jawed, 
sure-grip tool for heavy turning. 
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TRADE MARK 


Preece adda 





has been fitfully called “the giant wrench for gigantic 
work.’ Mechanics are raising a big kick about the way 
their chain wrenches batter and jam large nuts. And 
heavy spanner wrenches, they say, are too awkward to 


handle. 


These men are looking for Coes Key Model with its 
dead-sure lock that grips hard, and rigid leverage that 
turns quickly and without injury. Are you prepared to 
show them the “‘Coes”’ ? 


Your jobber will supply any or all of the four sizes— 


28”, 36”, 48” and 72”. Order today. 


Coes Wrench Company 


Established 1841 in 


WORCESTER, MASS., U. S. A. 


J. C. McCARTY & CO., 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
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Your Customer Can Run the New Maytag Washer by Hand 
Now and Attach Power When He Gets a Gasoline Engine 


This is a NEW Maytag Machine throughout. Embodies all the latest and 
most approved construction and several brand new features. It is a sensation— 











right up to the minute—bound to be a famous seller everywhere. 


Here is the 1914 triumph of all washing 
machines — the new Maytag— A Thorough 
Washer. All ready to run by hand or power 
without change. Your customer can run it by 
hand now or connect with gasoline engine at 
will. No extra attachments or fittings neces- 
sary’ Adjustable operating handle makes it 
easy to run standing or sitting. The few parts 
of machinery are all beneath the tub. Relieves 
lid of heavy burden of wheels, gears and parts 


which other machines have to carry on top. 
No big load to lift when you raise the lid. 
No rack bar to remove. 

Machinery underneath also protects operator 
from possibility of accident—protects clothes 
from dirt. Operation by belt is clean and 
smooth with belt well out of way. When 
driven by belt it is not necessary to shut off 
power to raise the lid. This is accomplished 
without clutches or loose pulleys. 


The new Maytag is the lightest machine of 


its kind and the handsomest. Finished with 
beautiful natural grain of wood highly var- 
nished. Metal parts coated with waterproof 


gold color enamel. 


Station A 





Write us for price and handsomely illus- 
trated circular giving full particulars and 
illustration in colors. Address 


The Maytag Company 





Newton, Iowa 
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The Chair 
Z Cant Rock 


It’s castered with 
the self-adjusting 
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Re “No-Tilt” 
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The new “No-Tilt’’ is here at last—the caster 
that keeps all furniture on the level. Let the legs 
vary a little in length, let the floor be uneven, let 
the chair be extra weighty—the new “No-Tilt” | 
will regulate it all, and will respond on the flash 
to the slightest touch, without hitch, or sound, or 


scratch. 


The hardened steel ball bearings automatically 
adjust themselves to every change in surface and 
send heavy objects rolling easily. The new “No- 
Tilt’’ Caster is dust-proof. All working parts 
are fully enclosed in a steel cap to keep them in 
good working order. The “Ideal’’ Wheel of high 
grade steel glides smoothly over the finest floors; 
can also be supplied with any ‘Universal’ wheel. 


The Universal “‘No-Tilt” Ball-Bearing Adjust- 
able Caster is made in six distinct sizes and offers 
unlimited sales features not to be found in any 
other caster. Write for descriptive folder H. A. 


Manufactured Exclusively by 





| Caster & fo md: y 
29 West 424 Stree 
(Aeolian Bidg) 
New York 
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The cream of the | 
cream separator 


trade goes to 
De Laval 
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THE DE LAVAL SEPARATOR CO. 


165 Broadway 29 E. Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 
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Efficient Cutting Cutters 
Eliminate Cost Remembrance , 











Conservation of Hay | 2 











We hear much about conservation of 
natural resources and the high cost of liv- 


DUTCH SHAPE, GRASS 





ing; but this is the first word about “CON- 10, 000 
SERVATION OF HAY,” on which all Dozen 
domestic animals live, move and have their oan 


being. ’ 4 Gates 1914 


At least ten per cent of the hay that grows 
in this country. is never cut or gathered. 


This uncut hay grows where it is impossible 
to use an up-to-date mowing machine; but when 
hay is worth from ten to twenty dollars a ton it 
will pay to use an “armstrong”? mowing machine, 
—the old fashioned scythe,—and cut the hay in 
the dingles, fence corners and roadsides and in- 
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ay 


crease our wealth and prosperity by conserving 
the hay. 


You, Mr. Hardware Dealer, can in your own 
store preach the gospel of “conservation of hay” 
to the farmer’s good, the country’s good and your 


own good. 





However, don’t spoil your preaching by sell- 
ing good-for-nothing scythes or the “just-as- 
good” kind. (that a’i’nt), but offer to your 
parish the famous:*MOW KIND.” 


One man can mow— 
It takes two to grind. 
We make the mow kind. 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office: 1409 Ford Building, Detroit, Michigan 
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for 


Prices 
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Cortland 
New York 





Wickwire 
Brothers 
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There's more than one reason for the popularity and selling strength of Wickwire products, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


5 gives a rigid frame at any adjustment. 
2 C P The frame is light, but unusually strong, 
being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 
Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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Talking Points for Salesmen of 
Immo Pipe Wrenches 


The Trimo Pipe Wrench is 
made with wood handles in 4 


sizes, 6’, 8”, 10”, 14”. 








In steel handles the Trimo Pipe 
Wrench is made in all sizes, 6” 
to 36” inclusive. 


All Trimo Pipe Wrench parts 
are interchangeable. 







The inserted jaw in the han- 
dle can be readily replaced 
when worn, thus adding 50% to the 
life of the tool. 


The movable jaw and the nut are 
Movable le Jaw made with a round top and bottom 
: thread guaranteed not to strip or burr. 


. The handles and jaws are drop forged 
- O from selected bar steel. 
wre 
ee TWO NEW FEATURES 


have been recently added to the 
Trimo Pipe Wrench, namely, nut- 
guards and steel frames. 





The nutguards keep the wrench in 
adjustment, which is a great conveni- 
ence when working on one size of 
| pipe for a considerable length of time 
Se a ar and in close quarters. 


The 10”, 14”, 18”, 24” are fitted with 
unbreakable steel frames, instead of 
the malleable castings formerly in use 
on all pipe wrenches. 


The name TRIMO is 


‘Trimont Mfg. Co. on every Trimo Tool 


This is our guarantee for workmanship 
55-71 Amory Street and material. 


Roxbury — (Boston) Mass. Send for Catalog No. 133. 
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Tho Mark That Guarantoos Quali 
Tho Mark That Holps In Tho Salo 


Machinists’ Hammers 


That Make Friends 


You will not go wrong in selling “Bill- 
ings and Spencer” Machinists’ Hammers. 
More than likely your customers have 
already asked for them. There is a reason. 


The machinist must have a hammer that 
will stand constant rough usage. He earns 
his “daily bread” through its use. He can’t 
afford to have a hammer that is soft and 
wears down rapidly or a hard one that chips 
or cracks just when he is rushed with work. 


Past experiences have shown him the 
wonderful lasting powers of the “Billings 
and Spencer” Hammers. When his helpers 
ask him what kind of hammer to buy he 
tells them to get a “Billings and Spencer.” 
The good reputation of these tools is 
handed down from father to son, from fore- 
man to machinist and from machinist to 
apprentice. Why not reap the benefit of 
this? 

We show here three popular models: 
the Ball Pein, the Straight Pein and the 
Cross Pein. Made in five weights, from 
4 |b. to 1% Ibs., inclusive. For design, 
material, temper and finish they are highest 
degree of excellence—the fundamental rea- 
son why they make friends. 

You will sell them as soon as you get 
them in stock and display them. Don’t be 
without the profit and prestige these ham- 
mers will bring you any longer. Write for 
our catalogue and prices today. 


The Billings & Spencer Co. 


Hartford, Connecticut 
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When the Girls In 
Your Town Marry 


—that’s the logical time for 
you to get on the job with 
a full line of Swissalu. They 
- will need pots and pans and 

whole cooking outfits. Their 

friends will make Swissalu 

“showers.” Their relatives 

will give Swissalu presents. 

And after their kitchens are 

Swissalu started on the road 

to good cooking, they them- 

selves will be continually 
finding a need for some new 
utensil. 


And they will look for- 
ward to the new designs we 
are ever putting out. There's 
our latest now! Put up in 
pretty box, too. As a gift 
—nothing better. Request 
will bring catalogue and de- 
tails. 


The Geo. H. Bowman Co. 


CLEVELAND 


Aluminum Specialists 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “‘advantages’’ 
to blind your customer to this 
most important thing. 


The Model “Quality Range 


combines unexcelled baking 
qualities with every range ‘con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 


The Model ‘‘Quality’’ Range the 


one range for you. 


May we submit proof? 


Quality Stove & 
Range Co. 


BELLEVILLE, ILLINOIS 
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nchor a} Wrin ge rs 








z 
When a customer comes in to buy a CLOTHES WRINGER, ask them what kind of a TUB they have, = 
then sell them a. Wringer that will fit the TUB properly. = 
In nearly all the new houses that are being built. ‘STATIONARY WASH TUBS are being installed and = 
the ordinary Clothes Wringer is not suitable for them. = 
= 
pxCHo 
Cs . 
a 
TRADE 7 
L.M. CO. 
ERIE. PA. 
L.M Ca 
ERIE. PA 





Our Numbers 7808S ten inch, and 781S eleven inch GUARANTEE will fit on, and hold fast to ninety per cent. of these 
tubs: They have reversible water boards so you can wring the clothes out of either partition without moving the 
wringer; fitted with LOVELL’S STEEL BALL BEARINGS which make the wringer turn easy; LOVELL COG 
SHIELDS which prevent children from getting fingers caught in the cogs and ay 4 the grease, oi] and dirt from 
getting upon the rolls and then upon the clean clothes. Our 5-year guarantee tag attached, which covers every 


part of the Wringer, if found defective within 5 years. 
Wringer costs you just 25c more than the same grade of Wringer with ordinary Clamps, and retails from 


he 
50c to $1.00 more and, best of all, GIVES YOUR CUSTOMER PERFECT SATISFACTION. 
GOOD WRINGER TO SELL. 


Lovell Manufacturing Co., Erie, Pa. 
Anchor Brand Wringers 
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Show those critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 


a7 € 
. O them see the conveniences and exclusive fea- 
Disp lay ne If} tures this Washer offers. They will be quick 
your window 


to see and appreciate what it will do. 


By our system the washing travels 
straight from one end of the machine to the 
other and the wringer goes with it, or from 
wash tub to clothes basket without a lost 
motion or an extra step. 


Please remember that every machine is 
Voss Bros. Mfg. Co. guaranteed against defective workmanship 
and material. If you want prices and infor- 

Diavenport, Ilowa mation ask for them—but do it today. 
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Selling Alaska 
Freezers ls Easy 
and Profitable 


The Selling Is Easy 


They are nationally advertised. Ten 
million women have been reading 
each year about ALASKA Freezer 
superiority. We want you to supply 
them with the goods. 

Unequalled quality and simplicity of 
goods is back of all our advertising. 
Show up an ALASKA Freezer to a 
woman and she at once recognizes its 
superiority over other makes and will 
pay more if necessary to get it. 


One ALASKA Freezer sold sells 
another. 


We furnish the dealer with a large 
quantity of dealer helps, window 
cards, circulars, movie slides, window: 
trims, etc. 


The Profits Are Large 


You buy of us direct and get all the 
profit from factory to kitchen. No 
jobber’s commission on our line. 


While the ALASKA, the very best 
freezer made, by reason of our selling 
the dealer direct costs you less than 
other freezers inferior to it, it will 
command a larger price and a larger 
profit. 


Price cutting is practically elimi- 
nated by our selling direct and know- 
ing every customer. ALASKA 
Freezers are not sold to every de- 
partment store for price slaughtering, 
as done with many other brands. 


Write for prices and terms. 


The 


= Alaska Freezer Company 
Winchendon, Mass. 
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THIS IS THE ONE 







The chopper 
that will satisfy £ 
your customers. #f 
Show them that “ 
it is the chopper 
with the “ EN- 
TERPRISE’’ 
KNIFE and 
PLATE that 
really CUTS 
meat and food 
and doesn’t tear, 
mangle or g@# 
squeeze — sav- 
ing all the rich 
juices and nutri- 
ment. 


“ENTERPRISE” 


Meat - and - Food Chopper 
cuts with the true slicing cut, because 
of the PERFOR- 
ATED PLATE and 
the four-bladed 
keen- edged STEEL 
KNIFE which re- 
volves against it. Easy 
to run, quickly and 
easily cleaned. 


Family size $1.75 
Large ‘** 2.50 









The Enterprise 
Food Chopper 4 & 


i > 
the next best 4a 
chopper at a GN 
lower price— . 
fine, medium, “:, 
coarse and nut- 
butter cutters. 










| ites 
Sm'n size$125 on Rie 
Family ‘150 ~~ < 


Large “* 2.25 


‘“‘ ENTERPRISE ”’ 


Sausage Stuffer and 
Lard Press 


Every hog raiser who 
slaughters his hogs is a pos- 
sible customer— when you 
show him this ‘‘Enterprise’’ 
Sausage Stuffer and Lard 


Press. 

Made with Enterprise care 
and precision in every part 
—iron cylinder is bored 
true—long handle 
easy turning. 
corrugated spout keeps all 
air from entering sausage 
easing. Can be instantly 
converted into a lard press. 
Tin Cylinder’ (strainer) has 
broad lips for easy handling. 


4-quart $5. Japanned, 


































Made in nine sizes and 
styles—2 to 8 quarts 
—Jjapanned or tinned— 


used as a fruit press, 


too. 
Extensive advertising to 
consuming buyers is creating 
sales for you on **Enterprise’’ 
- The people know that 
name “ENTERPRISE’’ 
stands as a guarantee of 

quality and satisfaction. 





Write for catalogue of 
entire ‘‘Enterprise’’ line. 


The Enterprise Mfg. Co. of Pa. 


PHILADELPHIA 
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“What I can’t understand,” remarked goods. Therefore they are more receptive 
Sandy, “is why, if these are hard times, it is to the appeal of quality.” 

almost impossible to sell cheap goods, ee ee 

} . . g in it,’ said 

iceaparsé ae 0e race eat 6 bee the assistant manager, “for I simply can’t 

get rid of that job lot of revolvers we 

“That’s funny,” said the cashier, “but I bought at a price, although I have ordered 

twice on the Iver Johnson in the last 


just paid five dollars for a pair of shoes, 


although four is my limit. I figured it out month. 

that if the Boss should have to fire Sandy ‘ “Well, you can’t blame the public when 

and cut the rest of us ten per cent, it would it comes to revolvers,” said Sandy, “for why 

be some time before I got another pair, so anyone should buy a revolver they know 

I wanted shoes that would wear.” nothing about and which may be dangerous 
“I think you have stated the whole case, ar Johuees by '$6, _ Pes aay can 

Miss Townley,” said the Boss. “When un- figure out.” ) 

certain times make people economical they 

give more thought to the spending of money “Tt’s a good thing for Hardware Deal- 

and try to do it as wisely as possible. Now ers,” remarked the Boss, thoughtfully, “that 

everyone’s experience teaches them that we have some goods, like the Iver Johnson, 

there is no economy in cheap, cut-priced in which people have implicit confidence.” 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 
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Patents Pending 


Stom Prof =§ The Sharon No. 75 sf Cleaning 


Guaranteed to be the most satisfying Barn and Garage Door Equipment 
you have ever handled 


Track and cover in one piece 4-6-8 and 10-ft. lengths. Supports attached above and below every two feet. 


Joints held rigidly in alignment. Strain comes on inside where fastened to the building and will not pull 


down under weight or time. 
Protects the top of door as well as the carrier and tread. No trouble to get together on a sale. A relief to 


the carpenters to put up. Write us and find out all about it. 


SHARON HARDWARE MFG. CO. Sharon, Pa. 
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“I Have Sprayed 16000 Trees With My “Pomona” 
Pump Without Spending a Cent For Repairs” 


J, A. BINGAMAN, PILLOW, PENNSYLVANIA 


You will find the reason for such remarkable service as 
this in the pump itself. We aim to give every 


Goulds Pump 


that high quality and endurance which brings increased 
business to both our dealers and ourselves. The numer- 
ous testimonials like the above which we receive tell how 
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 easalate line of «= Sprayers 


Ask for 191 5 S prayer Catalog Goulds *“*Pomona”™ Barrel Sprayer. Probably the 


best-known and best-liked Barrel Sprayer Made. 








THE GOULDS MANUFACTURING CO. 


36 West Fall Street Seneca Falls, New York 
Offices In All Principal Cities 
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IT’S MIGHTY EASY TO PUMP WATER WITH A 


MYERS PUMPING JACK 


We are not a bit backward in making this ~ey for they are pumping water 
everywhere—in the country, in the villages, and in the towns and cities. There is 
scarcely a condition under which they cannot be successfully installed and economic- 
ally operated, and when installed and ready for business they give the real pumping 
service that is 80 — and very often lacking in many of the light-weight cheap 


jacks now on the m 

MYERS PUMPING TACKS are ideal for operation by oline engines—easily 
connected up—easily detached—pump can be operated by hand or wind power if cir- 
cumstances demand. They are built so that installation can be accomplished quickly 
and cheaply—patented features eliminate the disarranging or disturbing of pump or 
pipes in any manner when attaching. 
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Shallow or Deep 
Wells—for any 


Windmill 






Three Styles 








and sizes: Pump 
Machine Tight and Loose ) 
Cut Pulleys, 
Gears. Steel Shafting 
Back and 
Geared. Wrist Pins. 
Adjust- Wood or Steel 
able Sid 
Stroke. BE ae — ide Arms. 
The dealer who is onto his job porns ‘Seven Pumping Jacks. Those that vemines water in larger quantities and are 
tired pumping it by hand find in them an easy solution to their water problems. Write for circulars and prices. 
eee F. E. MYERS & BRO. ts 
HAY .TOOL WORKS s ° e QOH! O 
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HIGH QUALITY MAKES 
. CYCLONE Fences ¢ Gates 
°5 WAUKEGAN, TLL Ly 





CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
| readily, please and satisfy your customers so 
that they come back to you again. 


| YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, mnationally-advertised WAUKEGAN- 


_ Cs FENCE C0., 
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SUtest sellel> 


CYCLONE line of fencing and gates to offer 
your trade. 


Original designs, even picket tops, uniform 
Spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


Waukegan, Ill. 
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American Brand 





Lasts Longer—Looks Better 
Also 


Copper Bronze, Galvanoid Enameled, 
Painted, Bright Galvanized 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO., Chicago, II. 
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Our Package Strips 
Pay .a Good Profit 


Try them. The leather is specially selected, 
nice, clean cut stock and guaranteed satisfactory. 
Each strip has already been weighed and is 
plainly marked with the “re-sale price.” You 
don’t have to stop and weigh up each strip and 
then compute its selling value. 


Another feature: Our Package Strips come 
in small enough bundles to enable you to place a 
few strips marked at various prices on your coun- 
ter at a time, instead of the usual unhandy 25 Ib. 
bundles. In this way it keeps your stock on hand 
clean and fresh. | 


We stand right back of every package we 
sell you. Build up a profitable counter trade with 
“Home Shoe Repairs.” Stock our Package 
Strips. Order from your Jobber. 


C. G. Fleckenstein, Inc. 
Chicago 3 + Ill. 
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Adjusting Caliper. 
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They'll help you get the best tool trade 
in your town; write for prices now. 


Union Caliper Co. 


ORANGE = - as 


Simply raise the bar and screw takes 
"ip distance between notches. No nuts 
and screws to drag back and forth 
against each other and wear out 
threads on this New Union Quick 
When your cus- 
tomer sees how easily and quickly it is 
adjusted he buys at once, because: 


He also sees that the Oval Legs give 
greatest strength without additional weight. 
He notices the extra stiffness, the perfect 
balance, and the lightness. The simple and 
positive Transfer Feature which absolutely 
prevents mistakes. The high quality of 
workmanship and _ finish. 
about his not taking it. 





A Simple Demonstration 
Sells Them 
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No question 
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Stove EL eS 

Bolts Bolts 

Machine Rivets 

Screws and Burrs 
Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 
cabinet. 
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The Progressive Manufacturing. Co. 
Torrington, Conn., U. S. A. 
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for the metal 
seller, metal 
buyer, and 
metal worker. 


High metallic purity, great 
accuracy of size and gauge— 


Galvanizing that sticks. 


Send for our lists. 


INLAND STEEL CO. 


FIRST NATIONAL BANK BUILDING, CHICAGO 
WORKS: INDIANA HARBOR, INDIANA 


Branch Offices: ST. PAUL, Pioneer Bldg. DENVER, 1618 Stout St. 
ST. LOUIS, National Bank of Commerce Bldg. 
DALLAS, Praetorian Bldg. MILWAUKEE, Majestic Bldg. 


























Galvanized 
Roofings 


that we manufacture are 
known by their extensive 
use, but most particularly 
for their quality. The 
styles are Corrugated, V 
Crimp, Pressed Standing 
Seam, Self-Capping Roll 
and Roll and Cap. Made 
in three well known 
brands: Portsmouth Iron, 
Ohio Metal and Ports- 
mouth Open Hearth Steel. 
Send for Roofing Circular. 


FortsmouthSteel Co. 
General fices®WerksBrlanath Escala heli, WV 











Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 


you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 
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A= Our Roofing Tin proves its true worth 
i/o Ge \\SSeL24%) —whentested by storm. Old Boreas, travel- 
is . 73e- |) Wee ing through space at sixty miles an hour, 
NS CPG a is prone to sweep every roof in his path 


unless it is made of 


Copper Bearing Open Hearth 
ROOFING TIN 


manufactured exclusively by this Company. Send 
for booklet “Copper—Its Effect Upon Steel for 
Roofing Tin.” It contains a message of special 
interest to you. 


American oheet ma lin Hate Compalty 


DISTRICT SALES OFFICES: 

Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
f Export Representatives: Unttep Statgzs Stegt Propucts Company, New York City. 

Pacific Coast Representatives: Unitep States Stge, Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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Points You Should Consider 


in placing your orders for the Roofing you carry in stock 


q First of all, Quality should be, and is, the most important 
factor in the production of Wheeling Corrugating Company's 
Heavy Coated Tin Roll Roofings. 


@ This is one reason why it is giving satisfaction to the 
dealer and consumer alike, everywhere. 


@ Made from Prime Plates of the Best Roofing Ternes made. 


@ Stamped with Brand, Gauge and Weight of Coating on 
every sheet, assuring you that you get what you want and 
exactly what you pay for. 


@ Sheets are re-squared, the soldering is done without the 
use of acid flux and the paint is of the very best and is properly 
applied and dried. 


@ Utmost care is exercised even to the most minute detail. 
Satisfaction guaranteed. Let us quote on your requirements. 





WHEELING CORRUGATING COMPANY, Waeuine W.VA. Ome aes 


BRANCH OFFICES AND STORES: DALLAS DETROIT 
NEW YORK CHICAGO PHILADELPHIA PORTLAND SALT LAKE CITY 
ST. LOUIS KANSAS CITY CHATTANOOGA SAN FRANCISCO SEATTLE 
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Two Saws in One 
Cross-Cut and Rip 


Here is a Patented Saw with a blade of the finest steel. It is 
toothed on one edge for cross-cut sawing—on the other edge for 
rip sawing. It is called 


Bishop’s Patent Handy Saw 


It was Patented December 12, 1905. You 
see it has been on the market nearly g years, so 
its merits are very well known. It is adaptable 
for many uses. 

You cah sell it for Panel Work, Back 
Cabinet Work, Pattern Making, Small Mitre- 
ing and Household use. Note handle which 
permits of its being swung upon its pivot to 
either side of the blade and held securely in 
the desired position for either cross-cut or rip 
sawing. Exceptionally convenient. 

Made in 8, 10, 12, 14, 16 and 18-in. sizes. 
Packed 1/3 doz. in a box. Trade-marked 
“Greyhound” and Guaranteed in every par- 
ticular. 

We'll be pleased to send New Catalog and 
Discounts. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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Print Your Tag Attractively On Its Face 
and 


Use The Reverse Side For Advertising 
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i Let Dennison print a tough white Then tell something about your 
shipping tag with a distinctive business or your products on the 
design for you. | back of the tag. It’s good adver- 
| tising. 
i THE TAG MAKERS 
BOSTON NEW YORK NEW YORK — PHILADELPHIA 
26 Franklin St. 15 John St. 5th Ave. & 26th St. 1007 Chestnut St. 
CHICAGO ST. LOUIS 
62 E. Randolph St. 905 Locust St. 


LONDON BERLIN BUENOS AIRES 
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Thoroughly 
Muzzled Dogs! 





There’s absolute satisfaction in 
knowing that the use of Williams’ 


“VULCAN” 


Drop-forged Safety Lathe Dogs 
offers no “come-backs.” 


Once adjusted they are ready to 
move with assured safety, strength 
and service—not a doubt during a 
life-time of tough-toiling. 


No gates to look after, no way in 
which to overlook making ’em safe, 
no means whatever by which dis- 
favor for them may be created— 
always ready for work or always 
serving. 


All sizes and kinds 
for % to 6 diameters 





at same prices as for doubtful kinds. 


J.H. WILLIAMS & CO. 


Superior Drop-Forgings 


57 Richards Street, Brooklyn, N. Y. City 
Vulcan St. and Kenmore Ave., Buffalo, N. Y. 
32C So. Clinton Street, Chicago, III. 
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of the motor- 
cycles carrying 
Speedometer 
equipment at 
Saratoga 
Springs over 
July 3 and 4 
were equipped 
with the 


ORBIN-DROWN 
SPEEDOMETER 


‘“‘The Speedometer of Absolute Accuracy”’ 





This estimate was the result of a careful in- 
spection of all of the hundreds of motorcycles 
present. 


IT Proves 3 Things: 


1. That motorcyclists everywhere are 
endorsing and equipping with the CEN- 
TRIFUGALLY constructed Corbin- 


Brown Speedometer. 


2. That in spite of all claims to the 
contrary, when it comes down to the 
actual figures in the case, the majority of 
motorcycles equipped with speedometers 
carry the Corbin-Brown equipment. 


3. That dealers who carry the Corbin- 
Brown Speedometer are sure to feel its 
constantly increasing popularity reflected 
in their increased profits and sales. 


Write for catalog and price-list today. 
Stock with the Corbin-Brown Speedometer 
and help meet the riders’ demand. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successors 


NEW BRITAIN, CONN. 
BRANCHES: New York Chicago Philadelphia 


Makers of Corbin Brakes and Automatic Screw 
Machine Parts. 
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Will Make 
Your Stove 
Pipe Business 


More 
Profitable 


Smith’s Double Lock Stove Pipe will do 
this because, in the first place, it can be nested 
which saves freight; secondly, it requires no 
tools or special knowledge to put it together; 
thirdly, its quality is guaranteed and satisfac- 
tion is assured; fourthly, it saves time of mak- 
ing, hammering or riveting. 

Send for a model, it will convince you of its 
possibilities. Write at once. 

Your jobber carries Smith Double Stove 
Pipe. Place your order with him today. 


THE OHIO STOVE PIPE & 
MFG. COMPANY 
NEW PHILADELPHIA, OHIO 


Horse-Shoe Brand 


Wringers 
Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 











OF®) 


Plain 
Bearings 
and 
Steel Ball 


Bearings 


Enclosed 
Cog 
Wheels 





Plain Bearings ene mag a Size of Rolls 
No. 3405 10x 1% Inches 
No. 38411 No: s61B 11x1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U.S. A. 























The Laundry Queen 


You are sick and tired reading of “best” and 
“quick sellers.” That is the common talk. 
Specifications, etc., in advertisements are often 
so condensed that ‘they say less than the words 
and interest less. 

We have a good proposition for you, a 
washing machine, for electric or engine power, 
with absolutely new and exclusive selling feat- 
ures. These we want you to judge fairly, so 
desire to send you literature that gives the 
necessary information briefly—clearly and in- 
terestingly. We feel our request fair to both 
you and us. 

Send us your name and address on a post- 
card. 


Grinnell Washing Machine Co. 
Grinnell, Iowa, U. S. A. 


THIS MARK OF a i] 
UALITY fj 
THE BEST <” 9% 


cone HARDWARE 


Our Illustrated (@talogue 
describes over - 4400arice 


WIRE seneus 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
A&-—> Postal will 
start one rway 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
U.S.A. 
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The New 
Boston Rubber Chair Tip 


nay The Tip and Its Parts 


—— —# | Glen Steel Mats 
= 


The Rubber Tip with 
the Brass Washer 
and Nall Moulded in 
Same. 








These mats are sanitary, durable and 
flexible. Made of heavy galvanized steel. 
Will not mar tile, marble or linoleum. 
Corners will not curl up. Owing to their 
flexibility they will conform perfectly to 
all uneven surfaces. Mats will not come 
apart, nor will the sides and ends dent. 

From a sanitary standpoint Glen Steel 
Mats are unexcelled. They afford no place 
for the harboring of disease germs. Make 
excellent scrapers—prevent snow, mud or 
dirt from being tracked into the house. 
Made in standard sizes and special sizes to 
order. 

These mats are invaluable in public or 
semi-public places, such as hotels, stores, 
office buildings, theatres, churches, schools, 
etc. 

Write for Prices. 





Spring 
Socket 





Patented 


Le) 





Send for Catalogue 
Manufacturers of Rubber Specialties 
THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE, BOSTON, MASS. 


McKinney Mfg. Co. 


Pittsburgh Penna. 
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“Stove-Hustling” Taught 


in Four Easy Lessons | 
Any STOVE or meng especially - . 
big, heavy, profitable ones, that are usually 
buried in the back store, can be cured of CCla 
their enforced bashfulness and easily 
coaxed into a Selling-Sight with a set of 


Harper Handy Caster Trucks 


Why should you so often throw away a 
profit of $10.00 or $15.00 that you could have 
so easily “raked-in” by being able to do 75 
cents worth of satisfactory showing?— 
YSHOODU? 

The Price per set of 4 is only 75c. 

First give your Jobber his chance to sell 
them to you—and then write us if he “falls 
down.” ) 









Chicago Hardware Foundry Co. 
North Chicago, Illinois 


We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
— workmanship equal to highest Schenck stand- 
ards. 

Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 
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Pretty Paint Cuts No Grass 


It’s fine crucible steel and good machine 
sense that have made the reputation of 


COLDWELL 
Lawn Mowers 


The Coldwell line is complete. It includes motor 
mowers, horse mowers, putting green mowers 
and hand mowers of every style and size. 


There is a Coldwell for every customer, what- 
ever his — or whatever the size of his 


pocket 


Coldwell mowers look well, sell well and wear 
well. That’s why Coldwell is a Rice Leader— 
recognized as the world’s leading manufacturer 
of quality lawn mowers. 


SY Inv'TATION 
MEMBER OF 


a NT Nay” a 





“GRAND” 


The “Grand” is another one of the well 
known Elwood Line of Lawn Mowers in 
which hardware dealers have learned to put 
their selling faith. They say that their cus- 
tomers report excellent work on smooth 
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lawns from this ball-bearing grass cutter 
of high-grade construction. 


With our guarantee behind them they 
have a heart for every lawn mower sale 
within their reach. They “go to it” with 
avim. You will, too, when you learn our 
“direct from the. factory” plan and the 
“Grand” details. Write. 


Elwood Lawn Mower Mfg. Co. 


Elwood, Indiana 
SNM AMINA UAL AAT 


Denn 


Gand and Power 





Coldwell Lawn Mower Company 


Offices and Factory at Warehouses at 
Newburgh, N. Y. Philadelphia and Chicago 
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Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 












Pumping 
Gasoline 


Is dangerous without 
proper equipment. 


Sell this Gasoline Pump 
to the auto owners in 
your city. 


It combines safety and 
efficiency. 








Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 
bility. 





Write for our literature 
on Gasoline Storage 
Systems. 





Fig. 726 


The Deming Company 
SALEM, OHIO 


, General Distributing Houses: 
CHICAGO: Henion & Hubbell 
HAYES PUMP & PLANTER CO. | ¢ PITTS ee oe ae =F". y Co. 


GALVA , ILL. 
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“Perfect” 
Hex. Netting 


Farmers like 
it for their big 
jobs. In small 
or large quan- 
tities, they can 
depend on it to 
be “ perfect ” — 
every bit of it. 
The Hex. Mesh 
is uniform in 
size and shape. 
-The wire is 
smooth and 
strong. 


Stock now. 
Your jobber can 


supply you. 
Made in U.S.A. 














The Ludlow-Saylor 
Wire Company 
ST. LOUIS MO. 






















of Gates. Send for our 

, handsome four-color \ 
Catalogue. It willsave you 
Money, Time and Freight, 


This Isn’t Competition, 
Mr. Dealer 


Such ads as these, always appear- 
ing in publications read by the farmer, 
look like real competition, but they’re 
not—not if you have the remedy. 

We can give you a real cure for 
such catalog -house competition on 
wire fence. You do not have to sac- 
rifice either profits or quality to use it. 

Write us for the facts. Get posted 
now, ready for business next spring. 
Be sure to mention that you want 
prices on competitive woven - wire. 
fencing. . 


Keystone Steel & Wire Company 


Peoria, Illinois 

















Royal Worcester 


Screens 


For Coal, Sand 
and Cinders 


Made of special hard 
steel wire which guar- 
antees long service. 


Frames of best sea- 
soned chestnut lumber 
114” thick, well ironed 
to give strength. 


Furnished as yard 
screens with or with- 
out foot board, and 
as car or baggigg 
screens. 





Wright Wire Company 
Worcester, Mass. 


Boston New York Philadelphia 
Chicago San Francisco 














LICENSED 


Grass Hook Manufacturers 


GEM—wWallingford Mfg. Co., 
Wallingford, Vt. 


BLUE RIBBON—wWiebusch & Hilger, Ltd., 
New York City. 


LITTLE GIANT—Welland Vale Mfg. Co., 
St. Catharines, Ont. 


AND 
North Wayne Tool Co., Hallowell, Maine 
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| N..| /0 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 










. We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
No. 170 CANTON, OHIO 














Increased Profits 
on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time, 

Stand more strain than heavier cords 
and work freely. 

The quality is there—the prices are low 
because these cords are made for wear . 
and have no spots or fancy frills that 








increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. ; 


Priest's 
Clippers 


We have the biggest 
clipper proposition offered 
to the trade. It’s a prop- 
osition that pays and pays 
big—because it satisfies. 

Our proposition is that 
you stock Priest’s Clip- 
pers! 

Write. 
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ESTES MILLS 


FALL RIVER, MASS. 














American Shearer Mfg. 
Company 
315 Main St., Nashua, N. H. 





CLOTHES LINES SASH CORDS 
MOPS 
WICKING MACHINERY WASTE 
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Wiebusch & Hilger, N. Y. 








pe U.S. 
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Cary’s “Everlasting” 
Flexible Steel Mats 


The only Steel Mat on the market 
that will make both Pleased Cus- 
tomers and Large Profits for you. 


Write for details of revised prices 
and you will surely be interested 


Cary Manufacturing Co. 
Manhattan Bridge Plaza 
Brooklyn New York 























31 





November 26, 1914 HARDWARE AGE 


WE OFFER—QUALITY—SERVICE—PRICE 
in SMALL RUBBER SPECIALTIES 


If you are a Hardware Mfgr. making any hardware specialty and 
have use for any small rubber moulded pieces—send us a sample and 
get our prices. 

If you are a retailer selling gauge glass washers, fuller balls, rubber 
rings of any kind or size or have a call for any of the thousand and one 
small rubber moulded goods on the market, get our prices, by postal, 
telegraph, letter; or. tinkle our telephone. : 








WE OFFER QUALITY—WORKMANSHIP—SERVICE—PRICE. 


STRONG MACHINERY & SUPPLY CO., 
48 Franklin Street, N. Y. C. 
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Pat. 1/12/04 
Known by the Trade— 


ACME 


FLEXIBLE 
STEEL 
DOOR MATS 


Nine Different Stock Sizes 


Acme Steel Goods Co. 


CHICAGO, ILL. 
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2834-2840 ARCHER AVENUE......... 
151 Lafayette Street..........cccccccces New York City 
ee We ES oo D wou tb ose 8 cbs 60 bsbbhoad deumea Atlanta 

San Francisco, Cal. 





Los Angeles 


is ate GE Ee I ccc ch nisetseecacbens 
J. E. Beauchamp, Canadian Representative, Montreal! 

















Time to Order 
Crown Tree Holders 


| The only Holder that has stood the 








test of practical use for 30 years 





Graceful — Attractive — Substantial 


Quickly adjusted. Prevents accidents, and with 
ordinary care lasts a lifetime. 


Order Now—Christmas is Coming 
NORTH BROS. MFG. CO., Philadelphia, Pa., 
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The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 


MECHANICS’ TOOLS 


Augers, Auger Bits, Chisels, 
Drawing Knives, 
Gouges, Hollow Au- 
gers, Gimlets, Boring 
Machines, Screw 


| Drivers, High Grade 
Tools. Look 
for the Swan. 
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One Day's Trial of a 


Grant Noiseless 
Riveting Machine 


resulted in an 
order being placed 
for 12 more ma- 
chines. 
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gas 
Dspectally adap 
farm or machine shop. 
Cast-iron frame and 
trough that will a 


A few reasons 
why: 


















1) Noisel ° 
i athens. a rust out Genuine 
Berea —, — > 

(2) Spin Well Pol- hy fine modeis 
Zon MIVes f GRINDSTONES. 
Heads. 

(3) Avoid Broken 
Castings. 


(4) Do not mar 
Surface in Riv- 
eting. 


(5) Rivet Tight or 
loose as  De- 
sired. 


(6) Entire Rivet- 
ing Operation 
Takes Only One 
Second. 


Grindstones 


Sold only to Hardware and Implement 
Dealers 


“Quality is the best policy.” Honest 
Cleveland Grindstones, quarried from 
the only genuine Berea rock, will foil 
= Mail Order House every time. 
have been standard for years— 

gy Se spots nor soft spots. Guar- 
anteed to you and to your customers. 


Let us help you to beat out Mail 
Order competition. Write us for our 
great business boosting book, “How 
to Keep Mail Orders At Home.” 


The Cleveland Stone Co. 


Leader-News Bldg. 
Cleveland, O. 


For the sake of 
quality, output and 
cost reduction send 
for catalog. 


The Grant Mfg. 
and Machine Co. 


Bridgeport, Conn. 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 


> &, 
anes nae, 





Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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Order STANLEY No. 3000 


‘‘Twinrold”’ Self-Tightening 
COILED DOUBLE 


Nails on Nails driven 
re cexter BOX STRAPPING Tat 
Can’t Slip Pat. Sept. 26, 1911; Nov. 5, 1912 Tigh 


The Stanley Works, New Britain, Conn. 
100 Lafayette St., N. Y¥. 73 E. Lake St., Chicago 


ten Strap 


‘See page 75 and Front Cover 























(Patented) Cut Full Size 
Griffin’s Original MAKES GOOD 
Fleur de Lis Pattern Every Worcester 
‘- . Blount Improved 
Wrought Steel Surface Hinges Door Check is guar- 
anteed. Guaranteed 
are still acknowledged to be the most as to materials, life, 
popular ornamental SURFACE hinges and perfect action. 
ever placed on the market. e strong, 
massive and artistic design and the beau- Guaranteed  abso- 
tiful finish of these hinges meet the de- lutely, and we want 
—— a class work. — ae every dealer to re 
ese nges are covere y patents ° 
controlled exclusively by this Company. place any defective 
Fleur de Lis Hinges are widely adver- art at any time— 
a ae — bess a, surface ecause we are here 
nges made, and may be found in prac- ‘ 
tically all of the most artistic homes of to make good. 
e day. : 
Send for our new catalogue of Builders’ Information today. 
agli Po ong. 8 — ~ SS aie 
ne, an ace stoc order rect W 
yout jobber at ones. The Worcester Mfg. Co. 
THE GRIFFIN MFG. CO ee a ee 








37 Warren St., New York ERIE, PA. 17 E. Lake St., Chicago - 























Cary’s Superior Metal Joint Fasteners 


Write for samples of our Latest Keen Saw Edge DIVERGENT 
Fasteners, the result of our own patent process, ann 
and you will put them in stock, for they exceed 

PARALLEL 





all others in quality. Alsd see our superior Plain 
Edge Fasteners. 
Packed in cartons of 500 and 1000 and in bulk. 
Put up in coils wound right-hand and left, for use with automatic driving machines. 
Large stocks always on hand—immediate shipments. 


Also makers of Cary’s Universal and Wire Box Straps, Box Fasteners, Seals, Clasps, etc. 
MANHATTAN BRIDGE PLAZA 


CARY MANUFACTURING CO, = “Surry amon ms 


CORRUGATIONS 


a a ¥ . 
Piain Edge 
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Double 
Acting 


THE CHAMPION 


This handsome hinge of few parts has 
the “call” and deserves it. 

The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 





Floor Hinge 


Two of 
HAMMER’S 
Best Sellers 


Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 

The Clamp is strong—built like an I- 
beam. Quick-action screw, universal- 
jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc. 


November 26, 1914 


And all a carpenter has to do to attach Write. 


this hinge, is simply saw out a rectangu- : 
lar piece at the bottom corner of the door Hammer & Co., Branford, Conn. 


and make a slight mortise for the strap 
ends of the hinge. No wonder it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 
GENEVA, OHIO 














The (Original GREEN RIVER 
SCREW PLATE 








“Standard” 


Machinists’ Bench Vise 


CORT a ream te te ges oa aE 
res jo SE Sy ee a at es 


mgr “ 


Simplicity and ease of adjustment ene the distin- 
guishing features of the “GREEN RIVER” Die. 


It is all done from the face of the Die and without 
removing the Die from the Stock. 


The cup-head screw on the right acts as a hinge, 
holding the Die halves together. 


The size is regulated by the taper-head screw on the 
left ; driving it farther down opens the Die to a larger 
diameter; backing it out closes the Die to a smaller 
q@ Like other styles of Standard vises, this is diameter. 

made of the best quality material, has tem- 
pered steel jaws, smooth or check face and is 
designed to bring the greatest strength where 
it is needed. It is fully guaranteed against 
defects of any kind. @ In to sizes with jaws 
opening from 2 to 10% inches. @ Full par- 
ticulars on this and a full line of Standard 
and Quick acting vises will be sent on request. 


a akin imo Hearts BORER 


Tr 
Kite 
— 


SSIS ECE TAO PAR re PN Fads EZ 


The whole Die and guide 
when in use is clamped 
firmly in the Stock. 


Wiley & Russell 
Mfg. Co. Div. 


Greenfield Tap & Die Cor- 


Athol Machine Company ; Sees atta 
rege ne og scons EEE Lae = ban wasnington Sivas” 


% «> leavatoal Pz, 
Rites ere 






































Five Aids Toward Running 
a Better Paying Store 


O you ever take advice? Do 
you ever recognize the super- 
iority gained by special train- 

ing and long experience? It’s a wise 
man who is willing to profit by the 
knowledge which others have gained 
thro ugh the trials imposed by that stern 
master, Experience. 


The five books listed below, written 
by practical men, will give you an in- 
sight into better methods of conducting 
your business. Along with them, we 
include two invaluable adjuncts to a 
systematized cost-keeping department. 


; 


We are sure you will find all of these 

books of value to yourself, your em- 

ployees, and your business: 

Hardware Store Business Methods $1.00 
By R. R. Williams. 227 pages, Cloth. 


Retail Advertising Complete 1.00 
By Frank Farrington. 272 pages, Cloth. 


Hardware Window Dressing 2.50 
Devoted exclusively to Hardware Display. 
256 pages, Cloth Bound. 


Ladd’s Discount Book No. 2 4.00 
A comprehensive exposition of discounts, 
simple and complex. All double indexed. 
More than 150,000 computations. 


Store Management Complete 1,00 
By Frank Farrington. 272 pages, cloth. 


Permanent and Loose Leaf Price Books 
Brass Bound Price Cards 


A full line of both books and cards. Descrip- 


tive folders sent on request. 


Hardware Age Book Department 
239 West 39th Street _—- - : New York City 
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Where Do You Keep 


our Memoranda? 
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Have you got every item of your busi- 
ness at your finger tips? Or is the item 
you want only to be found after an 
irritating, tiring search through a mass of 
muddled memoranda? 


Systematize your business—so that 
whether you are buying goods or selling 
them, you can instantly know the previ- 
ous quotations—present cost, and selling 
prices—terms—agreements, etc., on every 
item you handle. 


The Hardware Merchant’s Card Index 
Record will do the trick and eliminate 
the guess-work, that always spells loss, as 
well as the troublesome hunting. and 
searching which always is necessary with 
antiquated methods. 


The sooner you install a madern sys- 
tem the better for yourself and your 
business. 


Send today for this Card Index Record. 
Will ship it expressage paid in either 
quartered oak or birch mahogany box on 
receipt of $6.00. 


Hardware Age Book Department 


231-241 West 39th Street 


New York City. 
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rT VANDOR 9 a Saw with a Goodell- 


INSURED HAMMERS Pratt Saw Set is 
Drop forged from Vanadium Steel are driving the q| Ww ay gs 4 p le asure. 


ordinary steel kind into the scrap heap 


No carpenter or mechanic wants a hammer that may fail him S | lj 

at a critical time. That’s why they’re buying ‘*Vandor’’— ec 1n 4 O O e 
Insured Hammers, the kind that are guaranteed for life. 

Our extensive advertising campaign has educated them. 


’s Saw. S ) 
We sell the hammers for you if you'll display them P r att S a ets 1S 
The ye geo ave tee only : faint idea of = end ae . 
ness of the car urnis you for the display of ‘‘Vandor | f bl 
hammers. A real hammer, real wood, a real nail and our a ways pro ita S. 
nang tag make a combination that always catches the 
e and tells the story at a _ glance. ‘‘Vandor’’ hammers — 
retail for $1—and there’s a good profit in them. 
Send in your order for a dozen to- 


day; direct or through your jobber 
Dept. 151 


Van Doren Manufacturing Co. Goodell-P ratt Company 


227-233 W. ERIE ST., CHICAGO, ILL. 
We also make in addition a full line of handled Greenfield Mass., U. Ss. A. 


hammers of highest grade and affording attrac- 
tive profits. Write for Catalog. 























Do you want a better position > 


Look over the Help Wanted Advertisements in the Oppor- 
tunity Exchange of HARDWARE AGE. You will find many 
good openings listed there, but if you don’t find what you want, 
just ask for it, by means of a 25-word Situation Wanted ad- 
vertisement which we will insert for you for 50c per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 











Tubular Rivets and Bifurcated Rivet | 
sess TUT AY A 


Box. 12 Boxes to Carton 


THITTITITT 


| SLOTTED CLINCH AND TUBULAR RIVETS FOR. MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
- «. Chicago Braneh:316 North Michigan Ave. 
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A few words from 






the wise - 


The November 5th issue of Hardware Age cannot be de- 


scribed in one word. 


Read the following extracts taken from some of the com- 
plimentary letters received in the last few days. If you have 
not received a copy of this Jobbers’ Convention Number, ad- 
vise us immediately and we will send you one by return mail. 


THE WHITE MOUNTAIN FREEZER CO. 


“Please accept my congratulations. The 
Convention Number of the Harpware AGE 
certainly is a dandy.” 


NATIONAL ENAMELING & STAMPING 
COMPANY 


“Your November 5th issue has just been re- 
ceived, and it is a very creditable number. 
Would you have the kindness to mail a copy 
to each of our salesmen, numbering about 8o, 
if we furnish you with the names and ad- 
dresses? We would like to have all of them 
see this number, and believe it would be to our 
mutual benefit.” 


J. D. WARREN MFG. COMPANY, INC. 


“We wish to compliment you on your splen- 
did jobbers’ number and to thank you for the 
manner in which you took care of our adver- 
tisement.”’ 


THE NATIONAL HARDWARE ASSOCI- 
ATION OF THE UNITED STATES 


“Your jobbers’ number of the Harpware 
AGE can’t be excelled.” 
F. J. Ferniey, Secy.-Treas. 


H. K. PORTER, Boston, Mass. 
“The jobbers’ number is indeed a fine one.” 


GOODELL COMPANY 


“Your November sth number is a very inter- 
esting one and we would appreciate it if 
you would send a copy to our New York of- 
fice at 10 Warren Street.” 


ACME STEEL GOODS COMPANY 


“We received this morning the Jobbers’ Con- 
vention Number of your journal and wish to 
compliment you upon the fine appearance 
of this magazine.” 


GREENFIELD TAP AND DIE CORPORA- 
TION 

“When that Annual Jobbers’ Number came 
to my desk it was nearly quitting time, but the 
magazine looked so good to me that I put it 
under my arm and though I am rather a puny 
chap and in poor health, I managed to get it 
home. It’s all up grade, and a steep grade at 
that, to my house. Then I sat up until about 
11:30 and looked the thing through from cover 
to cover. That’s what I think of it.” 

Wu. L. Rossins. 


ARCADE MANUFACTURING COMPANY 


“We can not help but comment on the beau- 
tiful appearance of the issue. It is by far the 
most successful special issue of a hardware 
paper that we ever remember seeing.” 


Now, a word to the wise—our Annual Spring Buying Number will 


be issued January 28th, 1915. 


We are entering reservations for space daily—have we received 


yours? 








November 26, 1914 
































ax 











November 26, 1914 





BELKN AP berartment 
Trade Stimulators 
KITCHEN CABINET 


$17.85 


Oak Front 
Hardwood Sides 
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Sliding nickeloid table top. Tilting removable 
flour bin with glass front. Swing metal sugar 
bin, frosted art glass doors. Note the roomy 
drawers, cupboards, etc. Height 72 inches, 
width 40 inches, depth, 26 inches. 





Unusual Mattress 
For the Money 





Trade Stimulator 


Made of white cotton, single bat, blown felt 
process, with heavy roll edge. Fancy art good 
quality ticking. Furnished in blue, tan, green | 
or pink as the predominating colors, or in the 
blue and white stripe tick. Sold all in one 
pattern or assorted in the bale. 


No. 1S—4 &% ft.; wt. 45 Ibs., each $ 15) Sold only in 
No. 1S—3%ft.; “ 45 “ “ 3 _ bales of 


Belknap 
Hardware & Mfg. Co. 


INCORPORATED 


Louisville, Kentucky 
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How Many of Your 
Customers Want a 
Garage Heater? 


This is garage heater season. The 
motorist must use his car in winter. 
To do so he must store it in a warm 
garage. 


Scientific Safety 
Garage Heater 


The only device of its kind built that is 
listed as safe by the world’s highest fire 
insurance authorities. Thousands in use 
everywhere. Consumes either artificial or 
natural gas. Built in three sizes, for the 
small private garage as well as com- 
mercial use. 


What Do You Tell Your Cus- 
tomers When They Ask You 
~ How To Heat A Garage? 


How often have you heard the question, “How 
to heat a garage?” What is your answer? The 
Scientific System is now being sold by hundreds 
of successful dealers. One agent netted over $500 
last season in sales and installation work. The 
easiest selling accessory on the market. 

Our big advertising campaign in ten leading 
magazines is creating hundreds of inquiries. We 
turn these over to the dealer and furnish adver- 
tising literature for local distribution. 


Get a Trial 
Heater Now 


We will ship you a 
heater on trial, set it up 
in your show rooms, and 
if you are not thoroughly 
convinced as to its sales 
getting possibilities re- 
turn at our expense. 

Write today for free 
instructive booklet, 
“Scientific Garage Heat- 
ing,” and “The Stamp of 
Approval.” 


The Scientific 
Heater Co. 


2400 Power Ave., 
CLEVELAND, OHIO 


Largest Builders of Gas Heat- 
ing Apparatus in the World 


Distributors in Principal 
Cities 





37 
























FR TR 














SONA IES wet at 


Pinas ee eee eed 
= te Te senate far Fn 








HARDWARE AGE November 26, 1914 


Faulty Methods Cut Profits 


Now that the holidays are slipping into the near past, the beginning 
of a new year offers an opportune time to make some of those 
changes that you have' been contemplating but never started. 


Hardware Store 


Business Methods 


contains suggestions that will help you. The ideas 
and methods presented in this book have aided the 
practical, thinking hardware men who originated them 
—and they have been of material service to others 
who were alert and progressive enough to appreciate 
their value. And any man who has returned to his 
store after supper three or four nights a week, worn 
his nerves to a ragged edge and his temper to the 
profane point, does not have to be remarkably progressive to appreciate the points 
offered in this book on the work of inventory. 




















Then there are the little defects which bore holes in your business system and let 
profits ooze out. Unless you know where to look, some of them will remain un- 
plugged. A chapter in this book on “Waste in the Store and How to Avoid It,” 
points out a great number of the ebb flow places, which: your yearly statement 
doesn't show. 


The book is broad in its scope and comprehensive in its style. Well illustrated, 
sales sheets, cost records and all the other reproductions are shown filled out 
properly, giving their uses at a glance. The table of contents will give an idea of 
the field covered: : 



















— CONTENTS 
Se Rules and Regulations for the Hardware Store. The Treatment of Clerks. Waste in the Store and How 
i: Hardwate Buyer. Good Buying. Hints for Buyers. to Avoid It. Keeping the Stock in Shape. Collccting 
»» . Securing the Correct Charging of Goods Sold on Accounts. The Retail Hardware Merchant's Collec- 
Credit. . Conducting Sales to Avoid Oversights in tions. Changing a Credit into a Cash Business. Sales 


| » Making Charges, Credits, etc. A Broad View of Stock Record of Cook Stoves. The Merchant and His Em- 
Pet “\ Taking. Good Methods in Stock Taking—I. How to ployees. How to Keep the Store Neat and Clean. 
~.. Fake a Quick Inventory; II. From a House in Wyom- Cost Marks. Averaging Retail Profits. Changing 
.»» ing; II. A Vermont Merchant's Method; IV. From a Business Conditions and How to Meet Them. Start- 
Pennsylvania Merchant; V. An Ohio Method; VI. ing in Business—I. Getting Located; II. Buying Stock; 
From a House in South Dakota. Suggestions in Re- lll. Fitting Storeroom; IV. The Financial Department. 
gard to Inventory. Price Boék and Stock Directory. V. First Year in Business. Profit Figuring System. 
Prices and Catalogs. Arrangement of Catalogs and Keeping Track of Shop Work. 
Price Lists. The Accumulation of Dead Stock. The 


227 Pages, Cloth Bound, Price $1.00 Delivered 
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The 
High 
Efficiency 
Sign 


If we were not positive that 
“Detroit” Twist Drills and other 
tools would give absolute satis- 
faction we would not offer to re- 
fund the purchase price for any 
that prove defective. Yet that is 
what our Trade-Mark, the em- 
blem of highest drill efficiency, 
guarantees. Because of this the 
demand increases daily. Is the 
big “D” mark on the drills you 
handle? You'll sell them if it is. 





No other calk so perfect in finish 
and so exact as to size. 


RIGHT scape: song 


sharpness. 


Catalog ‘‘T’’ tells 
you why. Write for 


your copy—today No other shoe of such correct pro- 


} ; portions in shape, size and weight. 

Detroit Twist Drill Company 
Improving Twist Drills Since 1886 

DETROIT, 718-730 Fort Street, MICHIGAN 


Send today for Booklet R. 


30 Church Stree 633 Market Street Neverslip Manufacturing 
414 First St., Pittsburg. 86 Marietta St., Atlanta, Ga. Company, 
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THATS WHAT BUILD 
T is “the come backs” that build up almost BUSINE. b>) 


every legitimate business. Surely no paint 
business could continue if it were not for the B IG G EP 
customers who buy again and again—the ‘ 
customers you can count on. The more of 
these you can cultivate and convert the bigger A N dD 
your business will be—and the faster it will 


grow. It pays and pays big to handle paints Bi (> GE, 


so good that the first sale is but the beginning 
of a lifetime habit of buying. You will sell that kind if 


MONARCH PAINT 
100% PURE 


“The kind that brings ’em back’”’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 


Let us tell you how we help 
make a “‘come-back’”’ of every cus- 
tomer. Drop us a postal to-day. 


MART N-S NOUR Co. 


WAIT RITE <Eb< 
AWN PAIGE 





Seeders and Cultivators are money-makers for live dealers 


They create satisfied customers because they are the best-made, longest- 
lasting and most economical cultivating tools they can buy. And satisfied custom- 
ers keeps sending you new patrons that multiply rapidly, and swell your profits. 


BIGGER DEMAND THAN EVER THIS YEAR 


With Europe looking largely to America for food, our farmers must plant larger areas; must 
raise bigger crops; must have the most efficient tools to do it with. We are spending thousands of 
dollars through the leading farm papers to prove to farmers that Planet, Jr., tools are the biggest crop 
producers and most economical cultivating tools ever invented. 

This will send them to dealers in increasing numbers for 
these implements that meet the demand of the hour. 

Will you be in line for your share of this profitable trade? 

Write us now for prices, discounts and full information. 


S. L. Allen & Co., Box 1207W, Philadelphia, Pa. 


Established over 40 years 









Manufacturers of 
One and Two Row Horse Hoes 


Riding Cultivators Wheel Hoes 
Orchard Cultivators Hill and Drill Seeders 
Two and Four Row Celery Hillers 
Beet Cultivators Potato Diggers 
Warehouses: 
Milwaukee Louisville 
Detroit San Francisco 


Minneapolis Los Angeles 
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HELLER’S PIVOT DOOR CABINETS 





























SEND FOR CATALOG No. 24 | THE SHELVING WITH BRAINS 
W. C. HELLER & CO., MONTPELIER, OHIO 





Is advertising one of your Problems? Are you advertising? 
= And if you are paying for space—are you getting the results 
that you should? 


We have a book that will help you to properly advertise 
the goods you have to offer. It’s written by a man who has 
had wide experience in retail advertising and who knows 
just what to say and how to say it. 


How to Advertise a Retail Store 


By A. E. EDGAR 


is a complete and comprehensive Manual that will give you 
more ideas in five minutes on retail hardware advertising 
than any one man could think of in five years. Its 500 pages 
are crammed full of valuable advertising ideas and it’s worth 
every cent of the $3.50 we ask for it. 

Sent postpaid on receipt of price. 


, How Do You Advertise? 






HARDWARE AGE BOOK DEPARTMENT 
231-241 WEST 39th STEET NEW YORK CITY. 
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Stanley Tools 


To increase your small Vise business, put in a line of 


| “Jersey Vises” 


They are strong, serviceable tools and have long been popular with both 
mechanics and amateurs. The Screw (body, head and collar) is in one piece 
turned from cold rolled steel and has a square lathe cut thread. The steel 
Jaws are hardened and all Jaws are ground to insure that they meet squarely 
when tightened. Both back and front jaws are filed to a fit. 


Made with either Clamp or Swivel Bases—with iron or steel Jaws, and in 
six sizes. : 
Displayed on the Stand which accompanies each ASSORTMENT they 


cannot help but attract trade. 


Four ASSORTMENTS are offered as follows: 


No. 12—Consisting of 12 VISES and Display Stand list........ $14.20 
No. 18—Consisting of 18 VISES and Display Stand list........ 22.45 
No. 24—Consisting of 24 VISES and Display Stand list........ 32.15 
No. 36—Consisting of 36 VISES and Display Stand list........ 46.45 


We have special literature containing complete description of all styles. 
Let us send you a supply, also attractive display card. 








STANLEY RuLe & LeveL Co. <a 


TOOL 


New Britain. Conn. U.S.A. keihin cal 



































November 26, 1914 HARDWARE AGE 














FOUNDED 1855 
Published every Thursday by the DAVID WILLIAMS COMPANY, 239 W. 39th St., New York 
W. H. Taylor, President G Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M. C. Robbins, General Manager 
Subscription Price, United States and Mexico, $2.00 per year; to Canada $3.00 per year 
GEORGE H. GRIFFITHS, Manager 
Editors: Roy F. Soule, E. H. Darville, R. A. Peterson. 
BRANCH OFFICES 
Chicago, Otis Building Boston, Equitable Building Cleveland, New England Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., P. O. Box 696 San Francisco, 320 Market Street 
Entered at the New York Post Office as Second Class Matter 
| HARDWARE AGE isa member of Audit Bureau of Circulation | 
Hardware Age is a consolidation of Iron-Age-Hardware, Hardware Reporter and Western Hardware Journal 
SF | 
ontenrs ~ 
Special Articles 
Rin Rees Sate: Cees. cos « ek os Be 0 iS 9 5 btwn ok ws be Se ee 45 
Richard R. Williams Retires from Hardware Age....................ccc0e. 50 
The Greatest Department of Human Life—By Efficiency..................... 58 
The Bia OCverciaib—-Ti UE WH kao oi a ew Bi es A ae 65 
Regular Departments 
Weel: Pias-cf: aati Talis iad 0 6s ies oe ead CeSsb avian ses eS 52 
Bee ee DS os vlan 65s bh ho ORES OA os ct ob a 8 0 os Rb eee 54 
es ee eee ae Ce oo ekg akin hwo hc aa a en eee 55 
Te Se Fs oo as 0 kk OR eRe Re hilar ie COM ar aie a Nice oat gee 57 
Waskianton Newn~-Tie A. A. Cameie «. « x0 knoe ava 6c oc p's cee Caw Sew’ oh es we 59 
IND oid: ko og A wig bb dn dbus Ree a ba ae ch ae eee 60 
eee. . oi + asc Foe hebe be 0s ep 6b ee OE here Coke bee PE st eee 61 
Reel Cie 8 og ke awe < 68 Ao eh et hh hb at ae 62 
The Turkey and the Whale—By “The Assistant Manager” .................... 64 
Pebiicies fue thé TRIG ios ois iW a ee A cs ee, 68 
Trade Conditions and Prices............. viniip. wees pha pid Ck Wie Fd ce ae ee abe e 70 
New Goods and Novelties............... 36 Diecbin enecnid baberete Ah ceetet hs Rae 76 
Seay Dee TI, oo. 5 ok ak 6c VRE Si Rc 1 AS Kae 80 
is Pi ecu 4 eb wwe bb obashi niet cee wae esneneen 84 
Pets al Sie Ty BU, BIS ig ck ois bc aoe es Ae a ee eee ek eh 90 
Current News and Miscellaneous 
Ciehen Eames Bie CA POs occ o-cwe Wh ced Fb ae Oe NOE IG ire eck eek a 
ee @ Tens WANN 5b ioid ko sa Bik Wass 2. hid I Fe 4 ERI in es 48 
Cees Tes ii on iis Wari deak Hh s REE a OO i ck eee 48 
Essay on the Wholesaler Stirs Prominent Retailer ...................ceccecees 49 
Traveling Salesman Tells of Business Conditions ..................c0cceeees 51 
Pees Fas SOE GSO TOME no as ca heb cee b's bd.b Rak bbe Gee ee hes 51 
ee ee 0 i I iain sn 6 ht nd WA ae tk 51 
eens ha a is aca 0 i 6 ee 6 oa ok bd ek ee dae 53 
Ceci Pirin Cs oni ik nina 65 6s wad dea eee es 53 
Newark Association Preparing for Convention ...............cccccccccceees 56 
Wide Sloped Front Gives Good Effect in Tool Window...................... 66 
Pe Dba ta Fe BL cb oh even ea cbaaes ade ue heck. cacao 67 
Quotation on Hardware Market in Dominican Republic...................... 69 
re Ee See OR I nc) Uc dveaweahews seeded Decree eben 74 
ee Pn: PIO I I nn os wes na de Go Ed ok ee ee 82 

















44 HARDWARE AGE November 26, 1914 





HOLE TO ADJUST HANGER 
AND OIL BEARINGS 
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The “National” Foe 
To Bird and Storm 


WS PHEN birds begin to nest under the 

VY protecting cover of a door-hanger, 
’ and when storms start those two 
destructive agents working—rust and corro- 
sion—that hanger will sooner or later fail to 
work as it should. 

You know that and we knew it. So we set 
about to find a means of providing against 
that sort of destruction. You sell it in the 
National “No. 88.”" You sell it all with the 
new rail with its new style end-cap and |} 
inches of additional overhang. And the new 
National rail fits closely against the building. 

Then there is a lateral and vertical adjust- 
ment feature that regulates the set of the door 
inevery way. May we explain it all in detail? 








’ 
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National Manufacturing Company 
WOERLING 2% 2°: + 4LLINOIS 
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AN ELECTRICAL SANTA CLAUS 


Cash Evolved by Mixing Facts and Fancy with Effort 

















Christmas window display made by the Churchill Hardware Company, Galesburg, Ill., in which a variety of 
gift suggestions are effectively displayed 


HRISTMAS shoppers jammed the streets. The 
& stream of humanity flowed and ebbed, eddy- 
ing here and there about some show window 
that was especially inviting. We pushed our way 
through the crowd massed before one particular 
window and worked our way to the front, eager to 
see what was going on inside to attract such un- 
usual attention. 

The window display was “catchy.” Chafing 
dishes, percolators, broilers, toasters, electric irons 
and other goods of the same class glistened brightly 
against the white floor covering. Holly bordered 
tags told the price of each article. Christmas bells, 
joined by strands of tinsel, hung from the ceiling. 
On the side wall bright holly wreaths were hung. 
Inside these were placed well lettered show cards. 
One read as follows, “Make This an Electrical 
Christmas”; another, “Electric Gifts, Safe, Sane, 
Useful.” 


Electric Utilities Demonstration Occupies Attention 


The back partition of the window had been re- 
moved and a small, low table had been placed in 
the center at the edge of the window. Overhead 
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was a semi-circular hoop to which strings of tinsel 
were run. A sprig of mistletoe hung from the 
center of the hoop and almost beneath it a sales 
girl was busy. 

As we watched she placed a small electric toaster 
upon the table, switched on the current and, as the 
wires glowed with the heat, laid two slices of 
bread in the holder. In a very few moments the 
bread had changed to that beautiful brown which 
is the ambition of every housewife in making toast. 

A small show card, placed upon the table with 
the toaster read, “Electric Toasters. Make De- 
licious Toast at Your Table. $4.00.” Reversing 
the bread the demonstrator turned her attention 
to a customer who had stopped at one of the two 
counters forming the square in which she worked. 
She finished just in time to take the toast off and 
remove the apparatus. A water heater followed, 
accompanied by its explanatory sign giving the 
price, and the hint to the man who shaves himself. 


Electrical Gifts Not Confined to Home Owners 


We drifted in with some of the crowd and waited 
our turn at what was apparently the popular coun- 
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An attractive Christmas window display made by the Warner Hardware Company, Minneapolis, Minn. 


ter. “What may I show you?” The question, 
accompanied by a bright smile, was flashed at us 
while we wondered at the ease with which a sale 
of a ten dollar percolator had been made. 

“Show us how easy it is to sell electrical house- 
hold utilities,” we answered passing over a card. 

“Oh, you are with HARDWARE AGE! Well, just 
come right back here, keep out of the way and 
make yourself at home.” 

A tired-looking man plumbed an armful of bun- 
dies on the counter. “What can you suggest for 
the wife?” he asked. She placed one of the toast- 
ers before him. “No, I guess that would not do; 
you see, we don’t keep house.” 

- ,“Board?” she questioned. 

“Well, yes; that is, we have rooms and take our 
meals where it is convenient.” 

“Here is the very thing.” A new device was 
placed upon the case. She showed how it could be 
used to toast, broil or fry. She hastily glossed 
over the construction, paid a little more attention to 
the quality of the heating element, directed atten- 
tion to the beautiful finish, and closed with a word 
picture of the times the wife might be indisposed 
or inclement weather might make it unpleasant to 
go out for a meal. She painted that picture so 
well that you could almost see the couple seated 
about a tiny table cooking a dainty meal while a 
raging blizzard froze the outside world. The pic- 
ture caught the fancy of the customer and a few 
more words about the pleasure which the gift 
would mean to the wife for years to come, closed 
the sale, and the little register showed five more 
dollars added to the day’s total. 


Connecting. Cupid with Chafing Dishes 


A young man, just about of age, we judged, at- 
tracted by some article in the show case, presented 
himself bashfully. Our “sales-instructor’” had seen 
him mustering up courage, and her smile of greet- 
ing, together with the overhanging mistletoe, might 
have been dangerous but for the intervening 
counter. 

“Something for a young lady,” she repeated after 
him, and then with a more mischievous twinkle, 
“Something for an especial young lady who is not 
your sister?” ‘There was no need for a reply. The 
broad grin of the boy told the story too well, and 


almost before he knew it he was handling a three- 
heat electric chafing dish and listening to a mix- 
ture of practical talking points and airy possibili- 
ties of the fudge which could be made in that enam- 
eled pan for him, and the dainty after-theater 
suppers just for two, which were in store. 

We watched him take two five and four one dollar 
bills from a thin wallet, saw him dig confusedly 
through his trousers pockets for the loose change 
to make up the fifteenth dollar, and knew that he 
had just about spent his whole roll for “her.” 


From Sentiment to Sick Bed Comforts 


“They all fall for it,” she commented as she 
placed a three-heat warming pad on the table and 
backed this with the usual explanatory show card. 
“Poor kid, I’ll bet he blew his last cent to make 
some girl happy. Well, that chafer will do it, and 
I hope she is the right sort. I should worry, though. 
My business as Santa Claus is to get them what 
they want, and I guess they want these new dishes 
about as bad as anything.” 

Further comment was cut short by the arrival 
of a middle-aged woman who had become interested 
in the pad. It required but a few moments to ex- 
plain the superiority of this device over the old- 
fashioned hot water bottle, and the eyes of the pur- 
chaser glistened happily as she handed over $5.50, 
explaining that the gift was for an invalid mother. 

Thus the sales continued, varying from the 
chubby-faced youngster who, accompanied by his 
father, proudly planked down $3.50 for an electric 
iron, exclaiming, “Won’t she be just too tickled!” 
to the two sisters who purchased together a toaster 
and a five o’clock tea kettle, giving orders for it 
to be expressed to a third sister at a distant college. 
These gifts, the latter customers were assured, 
were the very best treatments that could be given 
for Christmas homesickness. 


Builders’ Hardware Room Used for Demonstration 


Some of the customers who had made inquiries 
were directed to the demonstration room. A visit 
to this room showed that for the time being the 
builders’ hardware sample room had been converted 
into a place for demonstrating the larger electrical 
devices used in the home. On the center table were 
several types of table lamps; in the corners two 
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handsome stand lamps were shown. A washing 
machine, connected and waiting but the twist of a 
switch to start it operating, was filled with soapy 
water. On the shelves about the room smaller 
articles had been placed to complete the exhibit. 

As we entered a salesman was running an elec- 
tric vacuum cleaner over the carpet, picking up the 
trash he had just distributed, to show how easily 
the home can be cleaned. But sales came slower 
here, so we wandered back to the show cases at the 
front of the store. The girl was as busy as ever, 
placing article after article, always with the ex- 
planatory card, upon the demonstration table in the 
window, and then mixing sentiment with common 
sense as she persuaded customer after customer that 
electrical devices were the wisest selection for holi- 


day gifts. 
The Electrical Santa Claus a Profitable Sales Plan 


“Tired?” we asked as she seated herself on the 
stool we had recently occupied. 

“Oh, a little. Who wouldn’t be? But I'll just 
bet that sales. slip of mine is going to lay it over 
the whole bunch when we check up to-night. The 
man in the demonstration room may go ahead of 
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me. His stuff runs into money faster, but I guess 
he will get a run for his money at that. Do I like 
the work? Well, it is the first time I have ever 
tried to play the part of an electrical Santa Claus, 
but I have sold other goods that are not nearly so 
satisfactory, and you know it is a comfort to feel 
that your customers have bought things that will 
be of real service, as well as to know that you have 
helped along the profit end considerably.” 

Darkness had fallen and she turned her atten- 
tion to the hurrying throng that passed the bril- 
liantly lighted show windows. 

“Not much more doing to-night,” she said, after 
a pause. “Everybody wants to get home; I’ll be 
glad to get there myself. Maybe some day I will 
be there for good, maybe I will have some of these 
pretty things I am selling myself, and maybe I’ll be 
making toast and tea for two like I told the fellow 
about this afternoon,” she added playfully. And 
yet for all the playfulness it seemed to us that 
there was just a hint of wistfulness about the cor- 
ners of her mouth as she turned to place two more 
slices of bread upon the glowing toaster. It was 
the part of someone to play Kris Kringle to the 
electrical Santa Claus. 
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Window display made by W. J. Pettee & Co. This was a miniature reproduction of a portion of the grounds at 
the state fair 


Unique Exhibit for Little Folk 


HE Oklahoma State Dolls’ Fair and Exposition 

T was opened recently for the first time at the 

store of W. J. Pettee & Co., Oklahoma City, 

Okla, to the great admiration of the many thou- 

sands of children who were in attendance at the 

unique window display of the big hardware con- 
eern. 

The exhibit was a miniature copy of the exposi- 
tion at the fair grounds. 

At the entrance a small doll was the ticket taker; 
the car station was out in front and a small pay-as- 
you-enter car had just discharged its load of. pleas- 
ure-seeking visitors. A small grandstand was filled 
with numerous dolls as spectators, who witnessed 
with interest the auto races that were taking place 
below on the race track. 

One of the more attractive parts of the display 


was the humpty-dumpty circus with real sawdust 
ring, tight wire performers and acrobats in action, 
with clowns, horses and jugglers just as in a big 
show. 

A box ball alley, doll size, with prizes on display, 
a shooting gallery, ring-the-peg, a fortune wheel 
and Dutch clog dancers were among some of th< 
side show attractions at the dolls’ fair. 

There was a nursery for the baby dolls and a 
rest room for the poor tired mother dolls, with a 
sanitary lunch counter, all screened in, with every- 
thing complete from a small kitchen range to minia- 
ture napkins and knives and forks, so that the dolls 
need not go hungry while at the exhibition. 

A ferris wheel was kept in constant action with 
its load of joy-riding dolls. Hundreds of dolls were 
in attendance at this fair, which was the delight 
of the children and many of the grown people as 
well, who passed the attractive window display of 
W. J. Pettee & Co. 
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China and silverware window display made by W. J. Pettee & Co. 


The idea of the window was a new one and was 
arranged by H. C. Hunt, advertising manager for 
the concern, who also trimmed the window show- 
ing the china display. 

In this window two patterns of Syracuse china 
were shown; the one on the table was the popular 
Canterbury and the pattern at the right was the 
Empire. The silverware at the left in the chest 
was “Rogers 1847” new pattern, the “Continental,” 
and the rest were popular pieces in “Rogers 1847” 
and “Community” and sterling silver. A few pieces 
of table service were displayed on the window floor, 
which was covered with white material; brown vel- 
vet served as a background for the goods. 

The curtains were a rich dark red, with a small 
flower figure, and they contrasted well with the reg- 
ular white enameled background paneled in gold. 
The leaves used were dark green. A new indirect 
light shone over the table, and the ledge was bor- 
dered with 15-watt frosted lights. The trellis work 
over the serving table was gold, covered with green 
leaves; the Jap lanterns were lighted with 15-watt 
lamps, and the electric portable lamp on the serving 
table was the new indirect style and was also lighted. 
The serving trays were displayed on a ledge in the 
background. 


Sargent’s Baseball Team 


ey New Haven on April.28 last an industrial league 

was organized which included baseball teams 
from many of the larger manufacturing establish- 
ments in New Haven and vicinity. After a brilliant 
season, Sargent & Company’s team after many hard 
fought battles won out. New Haven claims prece- 
dence as the leading city of Connecticut in produc- 
ing fast semi-professional baseball teams. There- 
fore, the championship is more significant as the 
contesting teams were mainly composed of semi- 
professional players. 

The club was under the management of T. J. 
Byrne, a prominent baseball organizer whose able 
supervision contributed largely to the success of 
the Sargent team. 

From a squad of twenty men, those in the first 
string were Search, catcher; Fowler and Capelli, 


pitchers; Comer, first base; McNeil, second base; 
Orr, shortstop; Anderson, third base; Scaleese, 
Gargano and McKiernan, center, left and right field 
respectively. 

The other contesting teams were representatives 
of the Acme Wire Company, New Haven Clock Com- 
pany, American Steel & Wire Company, C. Cowles 
& Co., Geometric Tool Company, Greist Manufac- 
turing Company, Southern New England Telephone 
Company, Winchester Repeating Arms Company 
and the Connecticut Company. 

Of the thirteen games played, nine were won, 
two lost, including one forfeited, and two tied. The 
score schedule was as follows: Sargent & Co., 3; 
Acme Wire Company, 3, 12 innings; Sargent, 26; 
American Steel & Wire, 8; Sargent, 23; Geometric 
Tool, 1; Sargent, 0; Southern New England Tele- 
phone, 9, forfeited; Sargent, 14; Winchester, 3; 
Sargent, 11; New Haven Clock, 10, 10 innings; 
Sargent, 12; New Haven Clock, 6; Sargent, 8; C. 
Cowles, 9, 10 innings; Sargent, 22; Greist, 3; Sar- 
gent, 7; New Haven Clock, 6; Sargent, 21; Con- 
necticut Company, 4; Sargent, 2; C. Cowles, 2, 13 
innings; Sargent, 10; C. Cowles, 5. 


Cleveland Retailers Meet 


At the regular monthly meeting of the Cleveland 

Retail Hardware Men’s Association, Cleve- 
land, Ohio, an interesting talk was given by W. D. 
Taylor, president of the George Worthington Com- 
pany, Cleveland, on “What Every Hardware Dealer 
Should Know.” A short talk was also given by 
George P. Newton, out of town sales manager of 
the Worthington Company. 

The association has decided to establish a credit 
and collection bureau for the benefit of its mem- 
bers. This bureau will be in charge of E. J. Hob- 
day, secretary of the Cleveland Industrial Associa- 
tion. Mr. Hobday explained at the meeting the 
progress of the work that is being conducted by 
the association in behalf of the movement of bring- 
ing about the entire closing of stores on Sundays, 
conducted by some dealers who are not members of 
the association. Two new dealers were admitted as 
members. 








ESSAY ON THE WHOLESALER STIRS 
PROMINENT RETAILER 


P. B. Heckler Says Manufacturers’ Service and Prices Beat Wholesalers 


Editor HARDWARE AGE: 

Dear Sir: We were rather amused upon reading 
the article so well handled by Mr. Alter of the 
Logan-Gregg Hardware Company, Pittsburgh, Pa., 
in the Nov. 12 issue of HARDWARE AGE. 

If everything worked out as stated in this article 
for the benefit of the average retailer, we would 
like to know why so many jobbers are going out of 
business. Again, why so many retailers can save 
from 15 to 100 per cent. on-purchases made direct 
from the manufacturer. “Catalogue house compe- 
tition has taught us that no retailer of hardware 
in the United States ever made any money to speak 
of who bought all his goods from the jobber. (Par- 
don me, we believe there is one exception who we 
believe conducts a store somewhere in Arkansas.) 
When we say catalogue competition, we mean ex- 
actly what we say. These houses have demon- 
strated beyond the shadow of a doubt that factory 
to retailer to consumer is the most economical 
method of distribution, and if such were not the 
case, we would not hear so much condemnation of 
the jobber at our hardware conventions. , 

If, however, the jobber carried a complete and 
representative stock of general hardware, and in- 
stead of taking an article that he buys for 20 cents 
a dozen and because it looks good makes it a “ten- 
center,” and therefore charges the retailer 75 cents 
a dozen, or, in other words, if they did not demand 
such enormous profits on some lines, buying from 
the jobber would appeal to more retailers. We pos- 
itively know that this has been done many times, as 
the manufacturer’s representative usually drops in 
a few days later and offers us this same “‘ten-center” 
for from 25 to 30 cents. Then we think of the poor 


jobber, who has to conduct his business on 10 or 
12 per cent. margin, with so little profit left for 
himself. Again, too, many jobbers claim to sell at 
wholesale only, when it is a positive fact that the 
majority of them do retailing. 

In our town we have some very good jobbers, but 








if there is a restaurant, a dry goods store or a ma- 
chine shop or any other establishment entirely for- 
eign to hardware, they will give them the same 
price that they do the average retailer. This busi- 
ness logically belongs to the retailer, but owing to 
the advantage the jobber has of buying on the job- 
bers’ list, it enables him to make a profit and the 
retailer is unable to compete. This naturally drives 
many retailers to the factory to purchase their 
goods. As for the economy in handling goods by 
the manufacturer, through the jobber, we do not 
agree with Mr. Alter, as the factory can send their 
men over a large territory at the same expense as 
the jobber and therefore give the retailer the bene- 
fit of the difference. 

Within the last ten days, we have had no less than 
nineteen jobbers’ representatives call on us. Ejigh- 
teen of them went away without orders. If they 
had had the goods at the prices that we can buy 
them from the manufacturer, or would give us bet- 
ter service than the factories do, there isn’t any 
reason why these men should have gone orderless. 
This is personal experience, and while it may not 
be the same throughout the United States, we be- 
lieve that it applies in the majority of cases. Be- 
fore we opened up our city store, we bought 80 
per cent. of our hardware from the jobbers and 
paid an average of 20 to 30 per cent. more for our 
goods. Now we buy 90 per cent. of our goods from 
the factory, and we can truthfully say that the 
service rendered by these factories is even better 
than the jobbers’ service was. We have often been 
asked why we do not buy more goods from the job- 
ber. The foregoing remarks are the exact reasons 
which might be summed up in one small sentence, 
viz., “They don’t carry the stock and they haven’t 
got the price.” 

Yours truly, 


HECKLER BROS., 
Per Phil. B. Heckler. 




















50 


Hardware Age 


RICHARD R. WILLIAMS RETIRES 
FROM HARDWARE AGE 


HE retirement of Richard R. Williams 
from the editorial staff of HARDWARE 
AGE calls for more than mere expres- 
sions of regret. As editor of the hardware 
department of The Iron Age from 1883 to 
1909, editor of Iron Age Hardware when the 
hardware department started in 
that year on an independent jour- 
nalistic career, and fulfilling im- 
portant editorial responsibilities 
when it was merged into HARD- 
WARE AGE, Mr. Williams made an 
indelible impression on the hard- 
ware trade in his thirty-one years 
of active service. Although The 
Iron Age had been started in 
1855 with a hardware depart- 
ment, it is no reflection on its 
first twenty-eight years of exist- 
ence to say that a notable im- 
pulse was made in its leadership 
in the hardware trade within a 
very few months after Mr. Will- 
iams became responsible for the 
editorial conduct of this depart- 
ment. 

With a practical knowledge of 
the retail hardware business, ac- 
quired in his youth, he was no 
stranger to the peculiarities and technicalities 
of the trade. Thoroughly appreciating the 
character and quality of information desired 
by hardware merchants, he aimed to secure 
it accurately and to furnish it attractively. 
Systematic in his habit of mind, he thus 
framed his work. Founded on system, he 
brought to bear a power of concentration, a 
tireless industry, a well-balanced judgment 
and a ready perception of the relative im- 
portance of trade happenings that steadily 
and increasingly made the columns under his 
control of high value to the discerning hard- 
ware merchant and hardware manufacturer. 
Endowed with the power of lucid expression, 
fortified by extensive reading and broad cul- 





Richard R. Williams 


ture, and strengthened by a. character that 
could not be swerved from a course once de- 
cided upon, the editorial articles of Mr. Will- 
iams attracted the attention of the scholarly, 
held the interest of the practical man and 
prompted the improvement of the sluggish. 

With a full grasp of the re 
quirements of the important field 
of commercial endeavor in which 
his activities were employed, Mr. 
Williams brought to bear on the 
one hand a breadth of view which 
enabled him to discuss intelligent- 
ly the larger problems of the 
trade and on the other hand an 
aptitude for detail which caused 
the columns of the paper to teem 
with valuable information for the 
retail merchant. With the devel- 
opment of organizations in the re- 
tail hardware trade about twenty 
years ago, the opportunity pre- 
sented itself to Mr. Williams to 
enlarge greatly his personal ac- 
quaintances in the hardware field. 
He traveled extensively to attend 
hardware conventions, and being 
invariably called upon for an ad- 
dress made a lasting impression 
on his hearers by his readiness as a public 
speaker and the charm of his manner. Thus 
in time he became well known throughout the 
length and breadth of the country and in high 
demand as a speaker at trade assemblages. It 
can be said of him that he built broad and 
strong the foundations upon which HARDWARE 
AGE stands to-day. His editorial service cov- 
ered the greatest era of trade expansion this 
country has known and he ever kept pace with 
it. His example has been a constant incen- 
tive to the endeavors of his associates who are 
now carrying the burden which he has laid 
aside. Their hearty good will and best wishes 
go with him on his retirement from the posi- 
tion which he so long and so ably filled. 
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Traveling Salesman Tells of Busi- 
ness Conditions 


Ayes strong feeling of conservatism has swept 

this part of the country during the past two 
weeks, which has a tendency, of course, to slacken 
trade. 

Actual business in Omaha in the hardware trade 
is much better than many other cities in the so-called 
great Middle West. 

Still with this the lid has been placed on the buy- 
ing in nearly all establishments both wholesale and 
retail. 

Practically no buying is being done except for 
absolute necessities. 

The automobile accessories departments, while the 
season is drawing to a close, report a volume of 
business equal to last year. 

Several automobile supply houses report that 
their sales are between ten and forty per cent. 
ahead of their best years. 

The general opinion seems to be that as soon as 
money becomes easier hardware and kindred lines 
will become very busy. 

Much building has been postponed on account of 
lack of funds. 

When building gets back in its usual channel it 
will of course create a big demand for tools, build- 
ers hardware, etc. 

But even as things are the dealers in this section 
look forward to a fair spring trade. 
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The Meaning of the Clayton Act 


HARDWARE AGE. HUMBOLDT, KANSAS. 


Gentlemen: I desire to know the meaning of the 
law just passed and signed by the President regard- 
ing exclusive agency on factory output. Does it 
mean that there can be no exclusive rights? Can the 
jobber refuse to sell a factory line to more than one 
dealer? Could a dealer by putting up the money 
compel any jobber to sell him any factory line? 

Yours truly, MARKLEY Bros. 
Alfred Markley, Mgr. 


Reply by Elton J. Buckley 


This inquiry refers to the Clayton Anti-Trust Act, 
which some manufacturers, I am told, are claiming 
prevents them from creating or continuing exclusive 
agencies for their products. The Clayton Act does 
not even pretend to prohibit the creation of ex- 
clusive agencies. Under it a manufacturer or any- 
body with goods to sell, can sell to one dealer in a 
town and absolutely refuse to sell all the others. 
No buyer can compel a seller to sell to him, either 
under the Clayton Act or in any other way. 

Proof of this is contained in the final provision of 
Section 2, which reads as follows: 

“And provided further, that nothing herein con- 
tained shall prevent persons engaged in selling 
goods, wares or merchandise in commerce from se- 
lecting their own customers in bona fide transactions 
and not in restraint of trade.” This means restraint 
of general trade, not restraint of trade as to a 
brand. 
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Autumn hunting window display made by the Gerlach Mercantile Company, Canadian, Texas 


Texas Autumn Sporting Goods 
Window 


Fada om age: sporting goods window display 

was recently exhibited by the Gerlach Mercan- 
tile Company, Canadian, Texas, and executed by 
O. L. Nolen of that house. 

The background reproduced hunting, in autumnal 
coloring, elevated 12 inches above the window floor 
and over a Winchester scene which in life-like man- 
ner illustrated duck shooting. 

The moon and stars were left open at the bottom, 
through which a yellow lamp shed a golden sunset 
glow on the lake and its surroundings, greatly en- 
hancing the effect. The window floor contained 


cartridges, shells, cleaning rods, gun oil and other 
shooting accessories. 

At a right angle with the window front and 
facing the store entrance were the words “Quail,” 
made with Leader shells, while parallel with the 
street “Plover” was spelled with Repeater loaded 
shells; “Ducks” with Arrow loaded shells, and 
“Geese” with New Rival shells (blue) thereby show- 
ing the various brands of shells carried in stock 
by the company, and all of a different color, which 
produced a striking effect. 


THE BLUE RIBBON PAINT COMPANY, Wheeling, W. 
Va., has been organized by Norbert Bruske, E. C. 
Butler, Harold Allen, Robert Mason and Bruce Harri- 
son, all of Pittsburgh, Pa., to manufacture paint. 
Capital, $150,000. 














Prepared by Hardware Age Window Trimming Specialists 


remember that it is far more effective to have 

a few articles well displayed and to have the 
background plain and well executed and to change 
the merchandise often, than to have a window filled 
with goods in a haphazard way. 

Veteran display men know that there is no critic 
so observing as the shopping public. While they 
may not know the exact fault of the window dis- 
play, yet if the arrangement or colors are not in 
harmony, the result will be displeasing and often 
this result is an unfavorable impression of the 
store. Hardware displayed behind a dirty glass or 
on an unclean floor will bring about this undesir- 
able effect. 

Displaying Automobile Finishings 

Our idea this week shows a display of materials 
especially suitable for calling attention to a display 
of materials for brightening up the automobile. 

A descriptive card should be placed with each 
unit grouping of the materials. The central decora- 


‘ arranging your window display it is well to 










Honk! 
Honk ! 
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A suggestion for displaying automobile finishings 


- tive feature consists of a large automobile horn in 
the upper portion of the background in front of 
which a cut-out card is placed bearing the inscrip- 
tion, “Honk, Honk, Brighten Up Your Automobile.” 
Leading from this card to each of the unit groups 
we show arrows which may be cut from paper in 
any desired color. 


The Show Cards 


Our accompanying show cards give further ideas 
of what can be accomplished by embellishing your 
show card work with illustrations taken from the 
advertising pages of HARDWARE AGE. 

In applying illustrations of this character it is 
advisable to cut them out and place them here and 
there on the card before lettering so as to give an 
idea for the most artistic effect in the lay-out. 
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One of a series of show cards furnished to dealers by 
the Remington Arms-Union Metallic Cartridge Com- 
pany 


The lettering is done with Soennecken pen, and 
brush work on quarter sheet size card, 11 x 14. 

One illustration shows one of the series of stock 
cards furnished to dealers by the Remington Arms- 
Union Metallic Cartridge Company. These cards 
are printed with the exception of the price, which 
is left blank so that the retailer may fill in this 
part of the card. Manufacturers are realizing more 
and more the value of price tickets and show cards. 
Many of them are furnishing their dealers with 
advertising helps of this character. 

For general show card use we recommend a plain 
white card with black letters. However, colored 
cardboard can be used on certain occasions with 
pleasing effect. 

Show card cardboard manufactured especially for 
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Combination of pen and brush lettering and an illus- 
tration taken from an advertisement that appeared in 
Hardware Age of the la Mfg. Company, 
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this work comes in great variety of materials and 
is coated on one side, which makes an excellent 








Save your back 
this winter 
shovetirg coal 
luse a 


Conquerer 
Shovel. 























Card made with Soennecken pen lettering and an illus- 

tration taken from an advertisement that appeared in 

Hardware Age of the Shapleigh Hardware Company, 
St. Louis 


surface for brush work only. The opposite side is 
excellent for pen lettering. 


Changes in Selling Organization 


NUMBER of changes have been made in the 

selling organization of the Osborn Manufac- 
turing Company, Cleveland, Ohio, manufacturer of 
brushes and foundry supplies. E. M. Schoemmell, 
who formerly looked after the trade in New York 
City and adjacent territory, has been succeeded in 
that territory by J. McGinnis and has been trans- 
ferred to the Delaware, Maryland and Virginia ter- 
ritory, where he succeeds C. V. Jacobs. Mr. Jacobs 
will represent the company in Eastern Ohio, West- 
ern Pennsylvania and Southern New York. 

W. J. Halliday, who formerly had the Eastern 
Ohio and Pittsburgh territory, in addition to Cleve- 
land and Northwestern New York, will represent 
the company in Eastern Michigan and Ontario, as 
well as in Cleveland, being relieved from the East- 
ern Ohio and Pittsburgh territory. 

F. P. Spratt, who has been with the Middle 
Western division at Milwaukee, will represent the 
company in Missouri and Eastern Kansas, succeed- 
ing C. D. Eadie, of Cleveland. 

C. H. Callahan has become acting manager -of 
the manufacturer of enamel ware products at the 
company’s plant at New Durham, N. H., succeeding 
L. M. Gamwell, who was resident manager of the 
plant, but who will hereafter act as Southern repre- 
sentative of the company’s enameled and wooden- 
ware department, and R. C. Jenkins, formerly as- 
sistant resident manager, who has resigned. 

Hereafter the trade in Eastern New York will 
be served from the Eastern division, known as the 
Cleveland-Osborn Manufacturing Company, 204 
Centre street, New York City. 

E. R. Frost, who has been representing the com- 
pany in Cleveland and Western Ohio, succeeds in 
Western Ohio C. W. Titgemeyer, now a Cleveland 
city representative. 

C. D. Eadie will succeed Mr. Titgemeyer in 
Northern Indiana. 

R. W. Wheeler, formerly assistant sales manager 
in the tire and accessories department of the B. F. 
Goodrich Company, Akron, Ohio, has become as- 
sistant central division sales manager with head- 
quarters in Cleveland. M. W. Zeman, formerly with 
the mechanical engineering department, has be- 
come sales engineer in the molding machine depart- 
ment for Ohio and Kentucky. 
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Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 18, 14, 15, 1915. 
L. D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS-~- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary, 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel. H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. : 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel 
McAlpin: W. P. Lewis, secretary, Huntingdon, Pa. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley. 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. 
C. N. Barnes, secretary, Grand Forks, N. D. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 

FLORMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. 
G. E. Noblit, secretary, Tarpon Springs. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte. N. C. 














THE WEEKLY “REVIEW 


Articles on this Page Are Taken from the Press of the Country 


A Hypothetical Opinion 


MAGINE, if you can, the President of the 
| United States addressing the Attorney General 
as follows: 


I am sending the inclosed papers, submitted to me 
by the Secretary of Labor, in order to ascertain whether 
in your opinion the proposed “Industrial Co-operative 
Benevolent Movement” may be lawfully formed. I 
know that it is contrary to the practice of the depart- 
ment to give opinions beforehand as to contemplated 
transactions, and I think that such opinions ought never 
under ordinary circumstances to be given, but circum- 
stances with regard to the conduct oy the great iron 
and steel industry which have been created by the new 
tariff and the European war are most extraordinary 
and seem to justify extraordinary action. It is for that 
reason that I venture to ask you to depart in this case 
from the usual practice of your department. It occurs 
to me that the “movement” contemplated stands in a 
class by itself. It is hardly conceivable that such ar- 
rangements should become settled practices or furnish 
precedents which would be followed in the regular 
course of business or under ordinary conditions. They 
are as exceptional in their nature as the circumstances 
they are meant to deal with and can hardly be looked 
upon as, by possibility even, dangerous precedents. It 
is for this reason that I feel the more justified in ask- 
ing you your opinion in the premises. 

Imagine, also, if you can, the Attorney General 
replying as follows: 

I have the honor to reply to your request for my 
opinion as to whether the Federal anti-trust laws (the 
so-called Sherman act, the so-called Clayton act and 
the Trade Commission act) would be violated in any re- 
spect by the carrying out of a plan which has been 
devised for alleviating the lamentable condition into 
which our iron and steel industries have fallen. The 
markets which take annually about $1,500,000,000 worth 
of iron and steel are now almost completely demoralized. 
Trade in some branches of the iron and steel industry 
has virtually come to a complete stop and in others has 
been seriously hindered. Financial conditions contin- 
gent upon the wholesome conduct of the iron and steel 
trade have been badly deranged. In consequence of 
these extraordinary conditions it has been impossible 
to obtain in the usual way the large volume of orders 
required to keep our blast furnaces, steel works and 
rolling mills in operation so as to employ the usual 
large number of workingmen dependent upon these in- 
dustries. 

To meet this situation the plan in question has been 
proposed. It contemplates the formation of a syndi- 
cate composed of manufacturers of iron and steel who 
will from time to time meet for the purpose of exchang- 
ing views on the situation and endeavoring by the im- 
parting of trade information to one another to avoid 
disastrous competition in the pursuit of business and 
thus prevent possible bankruptcy of important produc- 
ing interests which would undoubtedly result in throw- 
ing out of employment still greater numbers of work- 
ingmen and thus augment the distress now prevailing 
in our manufacturing centers. Nothing in the nature 
of price-fixing, restriction of production, division of ter- 
ritory or control of markets is involved. The members 
of the syndicate will be perfectly free to make contracts 
in any amount to any person and on any lawful terms. 
Buyers will be under no restraint whatever as to the 
price at which they may be able to purchase their re- 
quirements in iron or steel. Nor will their free agency 
in buying or not buying as they see fit and from whom 
they see fit in any manner be restricted. In short, the 
plan simply provides the necessary moral stamina which 
will enable a manufacturer to avoid the reduction of 
his price below the level necessary to enable him to 


make both ends meet and to pay his workmen fair 
wages for the service performed, thus avoiding sacri- 
fice sales for the purpose of raising needed funds. I 
am unable to see how such a plan could be thought to 
fall within the purview of the anti-trust laws. 


Imagine further, if you can, that the Attorney 
General who would write such an opinion might be 
Jacob M. Dickinson, now the special counsel for the 
United States engaged in the prosecution of the 
United States Steel Corporation. 

In view of the remarkable decision just rendered 
by Attorney General T. W. Gregory in relation to 
the cotton syndicate, such an opinion should not be 
regarded as wholly without the pale of reason. The 
“movement” would not require the Government to 
lend its credit in any way for the benefit of the iron 
and steel manufacturers, but they would simply be 
permitted to handle sensibly the extraordinary con- 
ditions which now prevail in the iron and steel 
trades. They would depend upon themselves as 
they have done heretofore—working out their own 
salvation. They would be wholly unlike the farm- 
ers and planters, of whom Vice-President W. L. San- 
ford, of the Roberts, Sanford & Taylor Company, 
Sherman, Texas, said in a circular dated October 8, 
1914, “As a class they have been pampered and 
humored and petted by politicians, office-seekers, 
retail merchants and banks until they have come to 
think that all these things are theirs by divine 
right.”—F rom The Iron Age. 


The difference between good government and 
bad government measures the difference be- 
tween men who are interested and men who 
merely have interests. 


_ your great grandfather was a boy the 

best any Philadelphia printing press could do 
was to turn off 200 newspapers in an hour. Science 
enables a press now to spin out several times that 
many copies a minute. 

Applied to a steam shovel, science lifts as much 
earth as 1000 men. One man at a dinky engine 
hoists five tons of steel 200 feet from the ground. 

A locomotive pulls as much as 1000 horses. Edi- 
son gave us an electric lamp that equals 500 candles. 

A telephone carries the messages and does the 
work which 100 people could not perform. 

In China, three coolies carried me in a sedan 
chair just as men and women were carried 4000 
years ago. The point I wish to make is that wher- 
ever progress is greatest, and it has been greatest in 
the United States, labor-saving devices have grown 
fastest. 

The trick is to have one man do the work of 
two or 100, and do it with less labor. Hence it is 
like turning back the hands of a clock when a law 
compels anybody to hire two men to do one man’s 
work. 

American labor is by far the best paid of any 
in the world, and here is where economy of labor 
has been greatest. No wonder old “Show-me” 
Missouri swatted that foolish extra-crew law, which 
forced railroads to hire more men than was neces- 
sary, and just as if the public didn’t have to foot 
the bill—Girard’s Topics of the Town, Philadelphia 
Public Ledger. 
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“THE MAN BEHIND THE COUNTER” 


Salesmen Tell How They Would Handle Incubator Customer 


article appeared in this department entitled 
“Would You Have Done This?” which reads as 
follows: 


I was standing in a small town hardware store the 
other day with two farmers and a retail salesman (I 
hope Davis sees this), when a third farmer came in and 
made a small purchase. As he started out he stopped by 
an incubator, and the following conversation ensued: 

The R. S.—“Let me sell you that machine.” 

Farmer—“What’s it worth?” 

R. S.—“Ten dollars.” 

Farmer—“It is a good one, I know. Best made, ac- 
cording to my way of thinking.” 

R. S.—“You bet it is, and cheap, too. Only ten dol- 
lars. Same price you would pay if you sent off for it.” 

Farmer, (scratching his head)—‘“No, I believe I can 
buy it a little cheaper than that if I order it away.” 

R. S.—“No you cannot. That is just as cheap as 
you could get it.” 

Farmer—“Well, may be so, but I believe I can beat 
that price.” The other farmers and I had all gathered 
close around by this time. 

R. S.—“Well, you might buy it for $9.90.” 

Farmer—“No, I can do better than that.” 

R. S.—“‘Well, what could you buy it for?” 

Farmer—‘“Best I remember I can buy that incubator 
for $8.20 delivered, and if I wanted one that would be 
the way I would buy it, too.” : 

R. S.—-“Oh, you could not buy it that cheap. If you 
could we would not sell them.” 

Farmer—“Well, I have bought them that cheap and 
I guess I could again if I wanted to. Good-bye.” 

R. S. (To us)—“I didn’t want to argue with that 
man, but you know he couldn’t buy one of the same 
machines we sell at that much difference in price. That 
is the way with some fellows—always talking about how 
cheap they can order stuff.” 

The farmers said nothing; neither did we. We do 
not know what the farmers thought, but personally we 
could not help wondering how much that retail sales- 
man was worth to the mail order houses each year if he 
handled all his sales in the same way. How about it, 
fellows? Write and tell us how you would have handled 
this customer. A copy of Mr. Soule’s book will be given 


for the best answer. 


A number of letters have been received in re- 
sponse to our question. The letter submitted by 
W. G. Branson, of the Monte Vista Hardware Com- 
pany, Monte Vista, Col., has been selected as the 
best from the standpoint of salesmanship. This 
letter is reproduced with others which contain 
points of interest to salesmen handling farmer 
trade. Additional letters on the subject will be 
printed in the following issue. 

“THE MAN BEHIND THE COUNTER.” 


1: the September 10 issue of HARDWARE AGE an 
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Would Mix Quality and Service Talk with Selling 
Points 


From W. G. Branson, with The Monte Vista 
Hardware Company, Monte Vista, Col.: 


In answer to the article “Would You Have Done 
This?” published in HARDWARE AGE September 10, 
we would say, “No,” most emphatically. 

In the first place, when the customer asked the 
price of the incubator we would have stepped out 
and begun to show the good qualities of it before 
stating the price, finally saying it was priced very 
reasonably and well worth the price asked, $10. 

The writer has successfully sold hardware for 17 
years, has the confidence of his customers and 
never talks about how cheap the article is he is 
trying to sell, but talks quality and that it is worth 
the price asked. 

When the customer said that he could lay the 
incubator down at that place for less money than 
we asked we would have said, “Yes, no doubt, but 
here is the incubator on our floor in good condition, 
not marred, has no split legs, the lamp is not bent. 
We will test it out right here, you assume no risk 
whatever in buying this from us.” If the farmer 
did not live too far out in the country we would 
tell him we could deliver it to his place inside of an 


‘ hour, so he could place the eggs in it that day. 


He might say, “The firm from which I would buy 
it will guarantee safe delivery.” We would grant 
this, which of course they could not do, but should 
it come to him damaged in any way, and he refuse 
it, the delay in getting another one shipped would 
be worth a great deal more than the difference in 
their price and ours. He could have the first batch 
of eggs hatched from ours while he was waiting 
for the other incubator. We would have talked 
service and quality to him, fully guaranteeing the 
incubator, saying if it was not perfectly satisfac- 
tory to him we would go to his place and take it 
back. Our guarantee is always perfectly good with 
our customers and when we guarantee an article 
they know we mean what we say and will do as we 
say we will. 

Lastly, we would tell him that if it was any ac- 
commodation we would charge the incubator to him 
for 60 days, and by that time he would have a 
nice lot of good sized chicks. 

This is the way we sell goods, and nine times out 
of ten, if this farmer wanted an incubator at all, 
we would have sold it and had two prospective cus- 
tomers from the two farmer bystanders. 

We do not have to sell at catalog house prices, 
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and if we put up the right kind of honest and sin- 
cere talk to our customers they will grant us the 
difference and we have staunch friends as well as 
staunch customers. 





Mistake to Suggest Sending Off 


From Charles A. Rowlison, The DeWitt Hard- 
ware Company, DeWitt, Neb.: . 

We have read and discussed with much interest 
your article in the Sept. 10 issue, “Would You Have 
Done This?” 

We think the retail salesman made a mistake 
when he first suggested sending off. Otherwise if 
the customer really falsified about the price we do 
not see what good an argument would do. 





Would Never Mention Competitors 


B. A. Stauffer, with F. M. Stauffer, Blue Ball, Pa.: 

In looking over HARDWARE AGE I ran across an 
article in “The Man Behind the Counter” depart- 
ment, and reading it over I came to the conclusion 
that I would send my answer to the way I would 
handle the incubator customer as follows: 

First of all I would ask him if he is in need of 
or has thought of buying an incubator or machine 
of that kind, and if he is I would ask him to kindly 
allow me to explain the machine to him. Then I 
would thoroughly explain the machine and tell him 
all the good points on it without mentioning any 
competitive machine or turning another machine 
down. 

I would not say anything: about my competitors, 
but would try to keep his mind off them and the 
mail order houses as much as possible, and I 
would not tell him any price of the machine until 
he asked and then not say that I have the machine 
that is cheapest, or cheaper than a mail order house, 
but tell him the straight price and no more. 

I am the son of a dealer and have had several 
years’ experience with mail order customers and 
have found this the best method to sell them or 
any one else. If I can get another method superior 
to this one I certainly will take it. 


Would Appeal to Community Interest 


From Roscoe 8. Foster, with Auto Tire Company, 
San Diego, California: 

My answer to your question, “Would You Have 
Done This?” in the September 10 issue, is, quite 
naturally, “No.” 

Of course a man behind the counter cannot form 
a dialogue, but he can be blamed for about two- 
thirds of one by making “leading and suggestive” 
statements. 

I believe it could have read as follows: 

Farmer—It’s a good one, I know. Best made, 
according to my way of thinking. 

R. S8.—Yes, they have proved themselves leaders 
and $10 is very reasonable for them. Shall we 
send you one? 

Farmer—No, I believe I can buy a little cheaper 
than that if I buy away. 

R. §£.—Yes, I have no doubt; but this is the way 
we look at that proposition. You see we have eight 
employes here, and every one of them has call to 
use more or less butter and some eggs, and if you 
producers of these commodities just give us a 
friendly hand and pass up the cut rate houses, who 
offer you no return, it will help you and the com- 
munity just that much. 
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Farmer—Well, now, I never thought of it in that 
light. 

R. S.—In addition to the advantages I have men- 
tioned of trading at home, we can send this machine 
out to you to-day, and that will give your chicks 
about two weeks start. Better take this, don’t you 
think? 





Better to Agree with Customer than Argue 


From Clarence G. Webster, with Worcester Hard- 
ware Company, Worcester, Mass.: 

Regarding the article in your issue of September 
10, I certainly do not call it salesmanship the way 
the fellow talked to the farmer who was looking at 
the incubator. 

In the first place, unless I knew my man pretty 
well I would not venture the remark as to whether 
I could sell him the machine, but would ask him if 
he was interested in it. Where he would reply 
affirmatively I would tell him it was a high class 
machine and cheap at the price. Should he say he 
could get it cheaper by sending away I would tell 
him that he would not know whether he was getting 
the same machine or not. Also he would be taking 
a chance of it being damaged en route; also parts 
were very apt to be missing and he might break 
some part, where in each case he would have to 
send for same, making more expense. 

I would show that if I sold him we would stand 
right back of the incubator in every respect and 
would be able to supply any of the parts which he 
might need. I would also try to make him see the 
advantage of trading at home. 

It certainly was not salesmanship to argue with 
the farmer on the price; better to agree with him, 
for many times a farmer is better posted on prices 
than the salesman, as he spends a lot of time read- 
ing the mail order catalogs. 


Newark Association Preparing for 
Convention 


— Newark Hardware & Supply Association held 
its regular monthly meeting recently at the 
Board of Trade rooms, and in addition to the mem- 
bership representatives from the Brooklyn Hard- 
ware Association and the Hudson County Hardware 


Association, together with a number of New Jersey 


manufacturers who had been invited were present 
to learn more fully the details of the coming hard- 
ware convention and exhibition of the Pennsylvania 
Hardware and Supply Association which will be 
held this winter in Newark. 

W. P. Lewis, secretary of this progressive hard- 
ware association, was the speaker of the evening, 
and so clearly did he outline the results of past 
exhibitions that many of the manufacturers pres- 
ent immediately signed for space and assured the 
Newark merchants of their most hearty co-opera- 
tion in making the exhibition a marked success. 
The Newark Board of Trade is working shoulder to 
shoulder with the Newark Hardware Association 
to make the big hardware meeting to be held in that 
town a winner. 


A. B. GAUGER, a prominent hardware merchant of 
Pittsburgh, was a HARDWARE AGE visitor this week. 
Mr. Gauger is combining business with pleasure in a 
week’s visit to New York City, and is accompanied by 
his daughter, Miss Anna Gauger. Mr. Gauger reports 
that even through the general business depression which 
has affected the Pittsburgh districts in recent months 
his business has held up well, and he is preparing for an 
exceptionally heavy Christmas trade. 











There Were Others 


é¢éTT\HAT Mrs. Wilbur is so angry she won’t speak to 
me,” confided Mabel to Ethel. 

“Really!” exclaimed Ethel. “And what is she angry 
about?” 

“T haven’t the slightest idea,” said Mabel. “We 
met a couple of days ago and we were talking as 
friendly as possible when suddenly she flared up and 
she hasn’t noticed me since.” 

“What were you talking about?” inquired Ethel. 

“Why, nothing in particular,” exclaimed Mabel. “Just 
the ordinary small talk. I remember she said: ‘I 
always kiss my husband three or four times every 
day.’ ” 

“And what did you say?” asked Ethel in an effort to, 
get at the root of the trouble. 

“*Why,’ I said,” replied the other, “ ‘I know at least 
a dozen girls who do the same,’ and then she nearly had 
a fit."—Philadelphia Public Ledger. 


His Excuse 


je, in the public school instructed her pupils 
to bring in certificates of birth. 

At the specified time, all of the pupils complied with 
the request except one little boy, who remained in his 
seat, weeping. 

“Why, Antonio,” said the teacher sympathetically, 
“what is the matter with you?” 

Antonio’s tears fell faster. “I’ve forgotten my excuse 
for being born!” he wept.—E xchange. 


First Aid 


IM lost a‘silver dollar near the commissary, and 
Buck helped him to hunt for it—in vain. Later 

Buck heard that Jim had accused him of stealing the 
dollar. 

“Huccome yu say Ah stole yo’ dollar?” Buck de- 
manded. , 

“Ah ain’ say yu stole mah dollar,” answered Jim. 
“What Ah say was—effen yu ain’ he’p me look fo’ dat 
dollar, Ah mought ’a’ found it!”—Exchange. 


Not Robust 


ae EORGE,” said Hilda, looking up from the morn- 
ing paper which she was reading, “it says here 
that another octogenarian’s dead. What is an octoge- 
narian?” 
“Well, I don’t know what they are, but they must be 
very sickly creatures. You never hear of them but they 
are dying.”—Exchange. 


We Call This Unneutral 


éé AST year,” said the Buffalo man, “when some 
German friends visited me, I asked one of them 
what they thought of our American railroads, and he 
said: 
“<‘They are very good; but our wives don’t seem to 
like the upper berths.”—Exchange. 


Question No. 9999 


MAN entered a drug store in a hurry and asked 
for a dozen two-grain quinine pills. 
“Shall I put them in a box, sir?” the clerk asked as 
he counted them out. 
“Oh, no,” replied the customer, “I want to roll them 
home.”—Kellogg’s Square Dealer. 


Satisfied 


, lgeoe GSTER whose parents had taken him for the 

first time from his inland home to the seashore 
became interested in oysters. One day they were served 
at table, on the half-shell, and he asked, “Mother, what 
are those?” 

“Oysters, dear. Raw oysters.” 

“Can you eat them—like that?” 

“Oh, yes.” 

“Can J have one?” 

“Why, yes, if you want it.” 

He put the slippery thing into his mouth, but re- 
tained it there for experimentation. The attention of 
the company meanwhile was attracted elsewhere, and 
when finally the mother turned again to her son his 
face had undergone a change. 

“Would you like another oyster, dear?” she asked 
him. 

For several seconds there was no reply. There 
seemed some difficulty of speech, and only after a 
struggle was he able to gurgle: “I don’t” (glub) “want 
this one.”—Exchange. 


Not an Omission 


M®: BENTON tasted the savory morsel she had 

carefully compounded in the chafing dish and 
looked at her husband somewhat apprehensively. Then 
she said: 

“Somehow it don’t taste just as Mrs. Mink’s did the 
other night. Yet I thought I remembered the recipe all 
right. I suppose I must have left something out.” 

Mr. Benton tasted reflectively. 

“TI don’t think so,” he remarked. 

Mrs. Benton’s face brightened visibly. Then her hus- 
band continued: 

“There’s nothing you could leave out,” he said, “that 
would make it taste like this. It’s something you’ve 
put in.”—New York Globe. 


Her First Baseball Game 


HE had followed the game closely during the open- 

ing innings and had answered intelligently the 

comments that her companion made about the plays be- 
tween innings and made her blunder. 

“The catchers wear masks, don’t they?” she asked. 

“Certainly.” : 

“Well, I don’t see why,” she declared, with an air of 
finality. “I should think they’d let each batter have 
one instead, when the pitcher is always throwing the 
ball right at them.”—Louisville Times. 


Rah! Rah! Rah! 
NE of the coatroom boys of a big Broadway hotel 
plaintively told of the roughhouse treatment that 
he had received in the early hours of the previous morn- 
ing from the enthusiastic guests of a hilarious dinner 
party. 
“What kind of a dinner was it?” asked a sympathetic 


listener. 
“Why, it was given by one of them college aluminum 


societies.” —Exchange. 


More Horrors of War 
ADY MIDAS (to friend)—“Yes, do come to dinner 
on Friday. Only I must caution you that it will 
be an absolute picnic, for my fourth and sixth footmen 
have just enlisted.”—Punch. 
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Hardware Age 


THE GREATEST DEPARTMENT OF 


HUMAN LIFE 


WENTY-FIVE years ago country life 
was practically intolerable. There 
were no commodities, none of the 

modern conveniences, no telephones, and 
travel or society were absolutely out of 
the question. It is true there was, in 
the good old days, a peculiar kind of 
society which consisted principally of 
dances where the furniture was carried 
out into the kitchen, and in which John 
Barleycorn played a very important part. 
That was in the day of the patent- 
medicine vendor, and of the lightning- 
rod salesman; the day when people came 
by in the night-time on _ horseback, 
and amused themselves by shooting at 
your dog or at your window, according 
to the pleasure of the night-riders. To- 
day country life is becoming beautiful and 
desirable, and many of the most refined 
and most industrious, as well as many of 
the most wealthy of our people, are gradu- 
ally moving into the country. Our cities 
are changing rapidly. Great apartment 
houses are being constructed every day, 
and this makes it necessary for us to 
meet these new conditions of life. 


In these editorials, I have never said 
anything about American women, because 
we have been talking to people who are 
interested largely in buying and selling 
merchandise: men who are attending con- 
ventions, and looking up the market, and 
studying cost systems and methods of 
business management. But the other day 
the thought came to me vividly that one 
of the most important business problems 
there is in the world today is the matter 
of conducting and managing a home. By 
this I mean a real home: the home that 
is conducted efficiently and economically. 
Now, the average business man has been 
so busy with buying calico at five cents 
and selling it at seven cents, or in- buying 
tacks at so much a gross and selling them 
at a little bit more, probably making a 
profit and probably not, that he has for- 
gotten that the home, after all, is the 
greatest department of human life. The 
average business man has been so busy 
widening rivers, and building tunnels, and 
erecting skyscrapers, that he has forgotten 


that he may be losing or saving the profits 
from his business through the way his 
home is managed. 


= 


The average woman spends five cents 
telephoning for a three-cent head of cab- 
bage, and has it delivered special, making 
three cents worth of cabbage cost about 
twelve cents. This is not economy by any 
manner of means, and if this same method 
of management, this same lack of intelli- 
gence in buying were followed by a man 
in business, his failure would be a cer- 
tainty. Now the point is this: the edu- 
cation, culture, refinement and artistic 
excellence of modern women is shown 
through the arrangement and design of 
the home. Most men do not appreciate 
their home because it is not made attrac- 
tive. There is no variety about it; it is a 
monotonous hum-drum affair; and it is 
a sad fact to look square in the face that 
the average woman conducts her home 
because she has to. This used to be the 
same reason why a man conducted a busi- 
ness. 


This is all changing, and when modern 
American women are buying as intelli- 
gent business men buy, when their homes 
are properly appointed, when their meals 
are intelligently selected, when the home 
is adorned with the right character of 
reading matter—we are going to have a 
different world in which to live: a world 
that will be so very different from the 
one we now have that if we came back 
in a hundred years we would not know 
just exactly what place we were really 
in. These great apartment houses and 
these homes scattered out over America 
will be made attractive and interesting 
only by intelligent American ‘women. 
These suggestions are laid down here 
in order that business men who come 
in contact with this article may give this 
a little serious consideration on their way 
home from business in the evening. If 
this proposition were seriously studied by 
all men for thirty days, there would be a 
big change in the bank balance of the 
world’s business men, and a big addition 
to the world’s happiness. 
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The National Treasury, Washington, D.C. The stability of this great national institution with its huge gold 


reserves stands back of the new fiscal system that was inaugurated on November 16. 


The Federal Reserve 


Board, the governing body of the new establishment, will have its headquarters here. 


Inauguration of New Financial System Accompanied by Universal 
Expression of Assurance That an Era of Expansion 
and Prosperity Is at Hand 
By A. A. CHENAY 


WASHINGTON, November 20, 1914. 


HE new Federal Reserve system of banking 
‘4 and currency being now fairly and success- 

fully launched, business is responding already 
to the improved and enlarged facilities afforded by 
this recent legislation. As, in the world of busi- 
ness, confidence is by far the largest asset in the 
battle, so the inauguration of the new financial 
system is being accompanied by a universal expres- 
_ sion of assurance that an era of expansion and pros- 
perity is about to burst upon the country. 


Government Bonds Basis of Old System 


The new banking and currency act replaces the 
old national bank system inaugurated toward the 
close of the Civil War. Under the old system the 
national bank note currency was based upon Gov- 
ernment bonds deposited in the Treasury. The plan 
was put into operation not only to nationalize the 
currency but to create, as well, a market for United 
States bonds. In this latter purpose it was suc- 
cessful, but it outwore its usefulness as a banking 
system becaues of its lack of elasticity. 


Commercial Paper Bulwark of New System 


The life blood of the Federal Reserve system is 
commercial paper rather than Government bonds. 
This is the big difference between the old and new 
establishments, and is the factor confidently relied 
upon to permit of the necessary elasticity in the 
money supply of the country. 

The new Federal Reserve notes will be issued on 
the basis of approved commercial paper which has 
been deposited and discounted through the member 
banks of the district. A supply of this money has 
already been printed by the Government printing 
office and is now in the vaults of the several reserve 
banks waiting to be drawn against. 


Check on Big Bank Monopoly 
Because of the distribution of the reserve banks 
throughout twelve regional districts, each district 
nominally independent unless called upon by an 


emergency in some other district, the national 
finances will be amenable to such manipulation as 
will always keep a flowing stream of currency from 
point to point in the country, swelling and contract- 
ing as the needs of the American business world 
demand. 

The fact of these several regional districts, each 
with its own organization and reserve center, is ex- 
pected, furthermore, to serve as an effective check 
against any attempt on the part of the “big city” 
banks to corner the supply of currency, and so force 
the rural institutions to pay high premiums for 
cash. 

The big thing that the new system of banking 
and currency will surely accomplish, and wherein it 
will show its value to the commercial life of the 
country, is the facilities and stimulus it will bring 
to every legitimate branch of business. Merchants, 
being assured of staple money conditions, and know- 
ing that they can have their paper promptly turned 
into cash, will very readily enter upon business cam- 
paigns that otherwise might be impossible. 


Is “Bank of Banks” 


Not one of the twelve regional reserve banks does 
business directly with the public in the manner in 
which banks usually do, but is a “bank of banks,” 
serving as a depository for. a certain proportion of 
the reserve of all the member banks, and acting, in 
addition as a depository for Government funds. 

One of the important functions of the Federal 
Reserve banks is to act as a bank of issue and re- 
demption. Through the Treasury Department, 
which is the center of the entire system, the reserve 
banks secure the Federal Reserve notes which they 
are authorized to issue the member banks against 
approved commercial paper. 

The Federal Reserve banks, moreover, are allowed 
to exercise certain powers in the open market, such 
as the purchase of commercial paper, foreign ex- 
change, and serving as clearing houses for the mem- 
ber banks of the district. 
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Definition of Commercial Paper 


The Federal Reserve Board, as one of its first 
official duties, found it necessary to define just what 
would be considered as negotiable commercial paper 
acceptable for discounting. This is the first time 
in the United States that an official rating has been 
given to this class of securities, and it is expected, 
as a result, that much debatable ground hitherto 
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Charles Sumner Hamlin, of Boston, Governor of the 
Federal Reserve Board. Governor Hamlin before his 
appointment to the board was Assistant Secretary of 
the Treasury in charge of customs matters. 


lying between the bankers and legitimate borrowers 
will be cleared up. 

The definitions are rather broad but clear and 
conclusive. Briefly they are: 

That no bill shall be admitted to rediscount by a 
reserve bank, the proceeds of which have been or 
are to be applied to a permanent investment. 


Paper Must Be “Self-Liquidating” 


Bills presented for rediscounting must be “es- 
sentially self-liquidating,” that is, they must repre- 
sent some distinct step in the productive or dis- 
tributing process and be of such character that it 
is reasonably sure they can be collected at maturity. 

Commercial paper in the form of acceptances 
must be based on transactions involving the im- 
portation or exportation of goods and have a ma- 
turity of not longer than 3 months. 

Paper drawn for trade in stocks and securities, 
and for speculative purposes generally, will not be 
acceptable for discount. 

Maturities of discounted bills should be well dis- 
tributed so that a reserve bank may be in a position 
to liquidate one-third of all its investments within 
30 days. 

Commercial paper must be indorsed by the mem- 
ber bank offering it for rediscount, and both de- 
mand notice and protest must be waived by such 
indorser bank. 

Two Name Paper Preferred 
In its discussion of one and two name paper, the 


board, while it did not announce a definite ruling, 
made it quite clear that it prefers the two name 
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sort. It is the intention of the board to establish, 
at some time in the near future, a central credit 
bureau for the benefit of all reserve banks, in which 
the financial records of the big borrowing corpora- 
tions, firms, and individuals will be kept. 

Another feature in favor of the new currency sys- 
tem is found in the fact that no tax is to be levied 
against the issuance and circulation of the Federal 
Reserve notes. The board has virtually now decided 
this point. 

Reduction of Interest Rates 


The absence of a tax on these notes will make 
them more than ever attractive to banks that are 
now carrying a volume of the recently issued emer- 
gency currency subject to high interest rates. This 
emergency currency, it is expected, will promptly be 
retired in favor of the new money. 

Among the immediate effects of the new financial 
system, in the opinion of bankers and business men, 
will be a reduction generally of interest rates. Al- 
though gradual, it is expected the drop will be cer- 
tain on account of the greatly increased facilities 
for securing loans. The loss to the banks in inter- 
est, however, will be more than made up by a larger 
and more frequent turnover of capital. 


Obituary 


R. B. McKim, president of the R. B. McKim Com- 
pany, 118 Pearl street, Boston, Mass., died in his home 
in Somerville recently. In 1884 he started in the hard- 
ware business, and in 1887 joined the sales staff of 
H. O. Stratton, who represented several well known 
manufacturers such as Henry Disston & Sons, North 
Bros., Fayette R. Plumb, Inc., and the Wyoming Shovel 
Works. Upon the death of Mr. Stratton in 1894, he 
took over the business and conducted it under his own 
name until it was incorporated as the R. B. McKim 
Company. 


EpWARD P. HITCHCOCK, aged 78, died at his home in 
Greenfield, Mass., last week. For many years Mr. 
Hitchcock had been in failing health. He was born 
in Buckland, Mass. When a young man he entered 
the employ of the John Russell Cutlery Company, New 
York, but was later called to its Greenfield office. For ° 
over forty years Mr. Hitchcock was assistant treasurer 
of the corporation, going back and forth to Turners 
Falls, where the cutlery branch was located, but re- 
taining his residence in Greenfield, and it was only 
at the last annual meeting that Mr. Hitchcock felt it 
necessary to resign from the company’s activities. 


RICHARD RYAN, of the hardware firm of Parker & 
Ryan, died at his home in Rutland, Vt., of pneumonia 
after three weeks’ illness. Mr. Ryan was born in 
Castleton, June 11, 1859. Thirty-four years ago he 
entered the employ of the L. G. Kingsley hardware 
store in Rutland, Vt., and worked there continuously 
until 1905 when, on the retirement of General Kings- 
ley, he became associated with Henry S. Parker as a 
partner in the business. 


OscAR HANSON, pioneer implement and hardware 
dealer at Boone, Ia., was killed last week in a railroad 
accident at Beaver. For several years he was en- 
gaged in the implement and hardware business here, 
first with his brother, Theodore Hanson, and later 
with the firm of Hanson, Hasstedt & Little. 


WILLIAM ZAUN, a hardware merchant of West New 
Brighton, Staten Island, died at his home in Brook- 
lyn, N. Y., recently. 


WILLIAM J. BROWN, treasurer and general manager 
of the Indianapolis Stove Company, Indianapolis, Ind., 
died at his home after a three weeks’ illness. 


DENNIS REARDON, for many years in the hardware 
business, died on November 2 at his home in Kansas 
City, following an attack of pneumonia. 


STERLING PRICE GIVENS, a well known hardware mer- 
chant at Castleton, Kan., died recently. 
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EDITORIAL COMMENT 


The Significance of Our Thanks- 
giving 

HIS is Thanksgiving Day, and not since 

the time of the Pilgrim Fathers have we, 

as a nation, had greater cause to go down 


on our knees thanking Almighty God for the 
blessings He has bestowed upon us. 


Most of the great powers of the world are 
engaged in a war, the hellish details of which 
can never be adequately described. It is too 
big, too horrible, too devastating for us to 
grasp. The sacrifice of human lives, and the 
rending of human heart strings, mark and mar 
this day for Europe. 


Separated from this world catastrophe by less 
than a week’s steamer journey, this great na- 


tion of over a hundred million souls pursues 
the even tenor of its ways. The day does not 
bring us news of an enemy on our soil. It will 
not bear tidings of the death of thousands of 
our young men on bullet and bomb swept bat- 
tle-fields. Our day will not witness the heart- 
rending sorrow of loverless, brotherless, sonless 
and husbandless women. Our country is not 
spending a million dollars an hour for war, 
while millions of our people suffer in miserable 
want. The hunger and cold of all creation will 
not seem to be poured mercilessly upon our 
people, because the great God is kind and has 
permitted us peace. 


These are some of the causes for deep-rooted, 
fervent appreciation. 


Always associated with our Thanksgiving 
Day of the past have been the well-filled barns 
and snug contentment of the farmer. To-day 
there is an added significance to the peaceful 
calm of his surroundings. His cattle have sel- 
dom lowed over more bountiful stacks of fod- 
der. The American barn-yard fowl has never 
crowed welcome to a morning when his owner 
held more of the world’s foodstuffs, and a 
Thanksgiving sun has never set on prices that 
compare with the average of to-day. 


When first the great conflagration burst over 
the barriers of peace, over a hundred million 
dollars of our gold was swept out of the coun- 
try in jig time on the tide that so alarmingly 
threatened our reserve. 
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While Europe moratoriumed her way to 
financial dry spots we closed the stock ex- 
changes and bankers froze stiff the liquid cur- 
rency afloat. Frightened capital scurried to 
cover and the Government girded itself for a 
financial siege. 5 


All the while, back in the forgotten districts, 
farmers were harvesting their wheat, corn, 
hay, oats, potatoes, cotton and cane. When fac- 
tories were reducing forces, the farmer was 
hiring additional hands, for the closing months 
of the growing season had been most generous, 
and ordinary forces of farm laborers could not 
gather the extraordinary crops. 


Now the farmer has begun to sell, and from 
the four corners of the world men have come 
with loose strings on heavy purses to buy from 
him those precious essentials that come from 
the soil. 


Trade balances are bounding splendidly in 
our direction. In August our imports amount- 
ed to nineteen million dollars more than our 
exports. In September the tide turned and ex- 
ports were nearly seventeen million dollars in 
our favor. In October this amount increased 
to fifty-seven million dollars and November is 
going to break all records. 


Thanksgiving—yes—the cause is deep root- 
ed. We have trembled on the edge of financial 
upheaval, but we will thank the great Creator 
that our commercial prosperity is so funda- 
mentally founded, as we offer grace to-day. 


From the farmer our great industrial cap- 
tains seem to have caught an inspiration. They 
are awakening to the fact that the world is 
looking to them to supply its wants. The buy- 
ing movement in American food products has 
brought in its wake scores of foreign mer- 
chants whose sources of supply have been 
rudely interrupted, and many of our national 
distributors are rapidly becoming world dis- 
tributors. 


Everything now points to a sweeping re- 
vival of business confidence, and coupled to this 
fact the new Federal banking system takes on 
an aspect of timely and collossal importance. 
Is it heaven-sent that ready money in vast sums 
is available just when the business men of the 
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United States are ready to use it? It is our 
privilege to think so this Thanksgiving Day. 


Before being carried completely away by the 
great uplifting spirit of Thanksgiving however, 
let us pause to analyze very briefly a point or 
two of the new banking system which has just 
gone into effect. 


There are 7,515 national banks in the United 
States, and they are required to maintain a cer- 
tain reserve. The country banks have had to 
keep in reserve fifteen per cent. of their de- 
posits. Under the law, when the Secretary of 
the Treasury announced that the reserve banks 
were open for business it released approxi- 
mately four hundred million dollars. That is 
actual money that had been held in reserve be- 
yond the huge sums now required. The banker 
figures he will issue two or three dollars against 
every dollar held in reserve. If these figures 
are right there will be an additional billion or 
billion and a quarter of dollars put into circula- 
tion shortly. 


There are physical conditions, however, to 
overcome before the new banking system will 
even begin to do its work. It requires about 
a hundred trained men. It will take considera- 
ble time to count the money. The matter of 
organization is not the work of a minute, but 
when a nation has waited years for such a law, 
it certainly can afford the patience to wait 
weeks to put it into operation. That it will 
benefit us greatly there is no question. To the 
business man who needs elastic currency and 
needs it badly at times, there is more than a 
grain of thanksgiving material in these things. 
To the country banker who has been forced to 
say no or to send desirable patrons wishing to 
borrow large sums to New York, it is a god- 
send that strikes from him business shackles 
that must have been galling at times. The 
country banker with the interest of his com- 
munity truly at heart can well join heartily 
in the chorus of thanks. 


The Mexican situation warm as the food 
stuffs of our fiery neighbor, is cooling, and the 
judgment of our President in those days when 
he restrained our little Vera Cruz Army, is 
being more and more appreciated. 


The savings banks, in great numbers, have 
emerged from behind the shelter of the sixty 
day clause, and now that depositors can, they 
won’t draw out their money. We have ceased 
to be panicky and can appreciate turkey with 
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frills, even if the family stocking is filled with 
interest bearing deposit slips, rather than in- 
growing gold coin. 


The fact that the cotton exchanges have 
opened again and large export shipments of 
that great crop at improved prices, should 
prove the essence of thanksgiving material for 
the nation and particularly for the Southern 
States. 


Local stock exchanges are opening and sharp 
advances in the prices of seats on the New 
York Stock Exchange indicate that financial 
people believe that great institution will soon 
resume its activities. The prices of stocks and 
bonds are advancing generally. More grist for 
the Thanksgiving Mill. 


Nearly a hundred ships have come to Amer- 
ican registry since favorable legislation made 
it possible. Does this mean that we will re- 
gain prestige on the seas? Does it portend a 
return of clipper days when the Stars and 
Stripes were less of a stranger at sturdy mast 
heads? The rapidity of this registry is cer- 
tainly inspiring, and is more reason for thanks- 
giving. 


Another great movement for good is the 
changed attitude of the public toward the rail- 
roads. In one state, after an exacting full crew 
law was passed by the legislature and signed 
by the governor, it was referred to the voters 
and defeated by an overwhelming majority. 


The people want the railroads to succeed. 
They want the railroads to make money, they 
want investors in track and rolling stock to 
know that they will be given fair treatment, be- 
cause the great mass of our people are think- 
ing, and they realize how very closely related 
all American business is to thé railroads. 


And then above all these things of business 
we are thankful for our homes, our schools, 
our friends, our churches, our freedom and for 
the countless things that truly make this the 
land of the brave, and the home of the free. 


Humble i1 spirit, and with hearts brimful 
of gratitude, we may well mark this Thanks- 
giving Day as a time when we are stirred to 
the very depths of appreciation, because we are 
living under the Stars and Stripes, receiving 
by Divine Providence, the privileges and the 
products of peace. 
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By-Product of the Thanksgiving Bird, and How It Is Used by Westfield 
Whipmaker 


By “THE ASSISTANT MANAGER” 


and competition brings some strange adver- 
saries into the commercial line-up. In 
America the festive Italian is trying for a corner 
in barber shops, and the Greek goddess of the candy 
kitchen competes successfully with the Woolworth 
idea on one item. Steel is busy stamping out 
wooden competition, and the catalog houses are 
handing side wallops to the regular stores that have 
put the hardware man into regular training. 
We can readily understand a Jap competing with 
a South Sea Islander, or even a Hindoo bucking an 
Irishman for a job on the police force, but imagi- 
nation is stretched to the tenth degree to grasp the 
fact that the great American turkey is competing 
with the whale, and so successfully that the Jonah 
swallower is being driven out of the best whip 
market in the world. Now and in the years to come 
gobbler quills will hold the inside track on whale- 
bone in American whip factories. “Quillbone” has 
come to stay, and every man who sells buggy whips 
is interested in the whys and wherefores. 


100 Years vs. Eight Months 


Whales have been nearly exterminated. Each 
year less of them are caught. No one knows how 
many there are left, but everyone knows that the 
whalers have been as persistent as buffalo hunters, 
and we all know what they did to the bison. 

It takes from 75 to 100 years to grow a whale to 
a point where its bone will be of commercial value. 
That’s too long to wait for a buggy whip when 
Dobbin needs urging, so the Featherbone Whip 
Company of Westfield, Mass., asked for competitive 
bids on good whip material, and to the consternation 
of harpooners the old turkey gobbler strutted into 
the ring with a body full of heavy enameled quills 
which make the strongest and most elastic whip- 
bone in the world. 

This concern is turning out whips with a raw- 
hide center, and a “Quillbone” pleating, that feel, 
wear and sell like whalebone. The price is 
naturally a whole lot less, for the turkey in eight 
months after he cracks the eggs is as ready for 
the whip maker as he is for the Thanksgiving table. 


N aire compe makes some strange bedfellows, 


Atmospheric and Price Pressure 


Thirty years ago whalebone brought $2 a pound, 
and was used in most good whips. Since that time 
the uses of this bone have multiplied as rapidly as 
the whale catch has decreased, and the price has 
headed up hill until $15 or $18 a pound is the alarm- 
ing result. Whip users were more inclined to cut a 
hickory by the way, than to pay the price for a 
whalebone, and high-class whip business was threat- 


ened with a return to the gourd sticks that helped 
propel the ox cart of the “forty-niner’” across the 
plains. 

This brought about the popular use of whips con- 
taining raw-hide centers. These whips are strong 
and durable, yet they lack the fine elasticity of 
whalebone. French horn, gutta-percha, spring steel 
wire and other substitutes failed to put that elastic 
feeling into these substitutes, nor was anything 
found to fill the bill until Charles H. Clark, of the 
Featherbone Whip Company, discovered a by-prod- 
uct in the quills of the Thanksgiving turkey. These 
quills, split and wrapped in continuous layers around 
a center of hard raw-hide, make a whip he calls 
“Anti-Whalebone.” The quill covering he calls 
“Quillbone.” The whip he produces is waterproof, 
and has the feel, swing and elasticity of the whips 
that were so popular when whalebone was sold at 
prices that permitted its use in the manufacture. 
Straight rawhide whips are affected by atmosphere, 
and in damp weather they become so soft that they 
droop like drought-hit flower beds. This fact has 
been a perpetual annoyance to distributors who have 
sold such whips, and naturally complaints have been 
received by the manufacturers in bunches whenever 
the weather man soaked things up for a continuous 
spell. Clark has made possible a whip that defies 
the elements, and it is on the market at a price that 
would put the old whale out of the running if he 
still cavorted in the waters of competition at $2 a 
pound. 

Cracking the Wish Bone 


Common cotton cloth used in whip-snaps and in 
lashes was next looked upon by Clark and the turkey 
as a poor finish to a good body, so they combined to 
weave a “Quillbone” cord that is revolutionizing this 
end of the whip business. 

Westfield, Mass., has long been known as the 
greatest whip-producing city in the world, just as 
for a long time hardware merchants have been rec- 
ognized as the greatest whip distributors in the 
world. 

This industry is deeply indebted for the head-work 
that put quills into whips, and to the old turkey who 
will go on urging horses and mules to pull the 
world’s products over the highways of life long after 
the wish-bone has been dried over the fireplace and 
broken over good wishes. 

As a salesman I want to propose that when we 
wish over that good old luck bone this year that we 
ask for power to put a live crack into our buggy 
whip business. Long may it live and prosper in 
the atmosphere that brings turkeys to replace 
whales in the commercial battle of the times. 
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THE BIG OVERSIGHT 


BY H. WHITEHEAD 


Pres. American School of Business. 


ONSIDER, if you please, the activities of the 
majority of the retail hardware trade asso- 
ciations. They promote good fellowship, 

they make possible the exchange or sale of unsal- 
able goods through fellow members, strong mer- 
chandising campaigns are developed, old “dead” 
bills are collected, freight rates are studied—even 
co-operative buying is considered. 

Surely there is nothing of importance left un- 
done, you say. I contend that one of the most im- 
portant duties of the hardware man is left almost 
entirely neglected. The object of the hardware 
man is to satisfactorily sell hardware. His suc- 
cess depends upon three things. First, his ability 
to finance his enterprise. Second, his ability to buy 
at right prices. And finally, his ability to sell what 
he has, at right prices, to the satisfaction of all 
concerned. 

He can do his share in all three, but the selling 
has to be left mostly to his assistants. What of 
them? We want our assistants to become effective 
salesmen, but too many of us expect them to reach 
this stage of perfection of their own volition. Of 
course, every hardware man has a real interest in 
the welfare of his clerks. He is glad to do any- 
thing he can for them. But in the main his inter- 
est is passive and not active. 


What Assistants Want 


What we need now is to develop our assistants to 
know the goods and to know how to sell them. To 
know just the bald facts of a tool and its price is 
not enough. The assistant should know something 
of its manufacture, what materials are used in 
making it, where those materials come from; more 
than that, a knowledge of the history of such tools 
would enable the assistant to put some human in- 
terest into his sales. His customers would recog- 
nize and respect his knowledge. To know the price 
of a revolver is something, but if our clerks could 
tell their customers a little about the development 
of revolvers right from the early pistol—which, by 
the way, received its name from Pistolia, in Italy, 
where the first one was made—would he get his 
customer’s interest and respect for his knowledge 
and make good sales? Answer—he would. 


What They Get 


We are not doing enough to teach our fellow 
workers about the goods they sell. (Of course, Mr. 
Reader, you do it, it’s the other fellow I mean.) 
When you buy a new line of goods, you do so be- 
cause the salesman convinced you of their merit. 
He got your interest in them by perhaps telling 
you something of their manufacture, and why such 
and such a finish was superior. When the goods 
arrive, are checked and put into stock, they may or 
may not sell. It depends to a great extent on the 
interest your assistants display in them. You could 
sell them, for you know all about them. But they 
do not know those fine points which induced you to 
buy. Even if you do tell them to your assistants, 
they may not take much notice. You—like the 
poor—are always with them. I don’t know who it 
was that said, ‘““No man is a hero to his wife,” but 
we can take his aphorism and paraphrase it into, 
“No hardware man is a marvel to his clerks” with 
much truth. : 

Instead of adopting this method, the next time 
you buy any new goods try this one. Ask the sales- 
man from whom you bought the goods to meet the 
boys either around closing time or first thing in 
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the morning to tell them about his line just as he 
told you. Get the boys asking him questions. They 
will then know the goods just as well as you and 
will be “sold” as completely as yourself; which is 
as much or more to your interest and profit as any- 
body else’s. Every fact your clerks know will help 
them to sell more of your goods for your profit. I 
should like to talk on profit sharing as an aid to 
salesmanship, but as Kipling said “that’s another 
story.” 
A Story with a Moral 

This is only half of the big oversight, however, 
and the hardware man who believes that his assist- 
ants who have the help already mentioned are the 
finished product and are bound to make successful 
hardware men is going to be disappointed. Facts 
bear out this strong statement, as the following 
true story shows. This is in the grocery business, 
but the moral is the same. It happened in Eng- 
land, but even that does not affect its applicability, 
for it happened only recently. Here is the story. 

The important house of Goodall Blackhouse 
Company, of Leeds, England (makers of Yorkshire 
Relish) offered a prize of a £300 ($1500) grocery 
store completely equipped to the grocery clerk who 
by examination showed that he had the best knowl- 
edge of his trade. The winner of this magnificent 
prize showed conclusively that he knew where cur- 
rants came from, he knew why oleomargarine was 
not butter, he could tell the distinguishing traits 
of all kinds of tea—in fact, he proved that he had 
a most complete technical knowledge of the grocery 
business. This lucky man chose the city and site 
for his store, and Goodall Blackhouse Company 
fitted it up and made him a present of it. He failed 
in less than a year. Why? Because, while he knew 
the goods, he did not know the principles of mer- 
chandizing and salesmanship. 


English Assistants’ Association 


On; a recent trip to England on behalf of HARD- 
WARE AGE, I called on President Bernard R. Lewis 
of the Birmingham Ironmongers Assistants’ and 
Hardware Clerks’ Association. This association is 
trying to do what you employers should help your 
assistants to do, but even they overlook the impor- 
tant question of “how to sell.” The members of 
this association meet bi-monthly. One meeting is 
to discuss general problems which may be puzzling 
any member; the next is devoted to a technical 
address; and so on. Here are the titles of 
some of these technical addresses: “Aluminum 
ware,” “Lawn-mowers,” “Plumber’s brass-foundry,” 
“Tubes,” “Locks,” “Manufacture and care of hand 
saws,” “Paints and enamels,” “Cabinet trade requi- 
sites,” “Steel and some of its products.” The 
speakers are all experts in their lines, who enter 
into a technical description of the manufacture of 
goods. Some times they show lantern slides to 
illustrate certain phases of production, and have 
samples in different stages of manufacture to show 
the members. All this helps to give the assistants 
a very comprehensive knowledge of the goods they 
are selling, which enables them to much more in- 
telligently supply the wants of their customers. 
Only occasionally is a lecture given on merchandiz- 
ing. “Stock-keeping and display” is the only one 
listed for the last three years, unless you include 
“Some legal and financial points for business men.” 


Overcoming the Oversight 
Members who pass an examination are awarded 
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the Ironmongers’ Federated Association certificate, 
commonly known as the I. F. A. certificate. It is 
called the hall-mark of efficiency. Is it? Or would 
its possessors share the same fate as the grocery 
clerk who had the supreme hall-mark of efficiency, 
if given his opportunity? In talking casually with 
one or two of our hardware men, relative to assist- 
ants’ associations, there was a feeling that it would 
be unwise not only to encourage, but to countenance 
such an association, on the plea that it would not 
be long before such an association would form itself 
into a labor union and “up goes salaries.” (Again 
I can hardly restrain myself from talking on profit- 
sharing.) It is possible, however, to help your 
clerks to gain this knowledge of merchandizing 
without forming the dreaded labor associations, 
although I am convinced that the dread is more 
fancied than real. It is possible that if you are 
in a city of any size, there will be classes in sales- 
manship, either in the local Y. M. C. A. or some 
other institution. It would pay you to induce your 
assistants to attend such classes. Be generous, put 
your hand in your pocket and pay half the tuition 
fee for them. Don’t pay it all, for things which 
cost nothing are valued at that price. If the town 
you are in is too small to support a resident school, 
there are certain correspondence schools which can 
be of considerable help. One thing, however, you 
could do, and that is to have some get-together 
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meetings and talk over methods of selling. I don’t 
mean just the half dozen or so assistants that you 
have, but get your fellow hardware man to join 
forces with you. Suppose your town supports five 
hardware concerns, and that each store supports 
three clerks. That is a pretty modest estimation. 
Suppose those fifteen assistants were to meet week 
by week, either going through some course together, 
or discussing selling and merchandizing methods. 
The result could not fail to be helpful all around. 
The interchange of ideas would broaden the out- 
look of the men. The broader they can become the 
more valuable they are to your business. If you 
felt that a new store window or a new show-case 
would improve your sales, you would not hesitate 
long to install them. Yet these are purely inani- 
mate objects which you have to depreciate each year 
in your stock-taking, while your salesmen are go 
ing to be bigger and more valuable to you and your 
business every year. 

Spend a few dollars on developing the human ma- 
chine which you would not hesitate to spend for 
show cases and such like. Knowledge of hardware, 
and knowledge of the best ways of selling it, are 
the tools with which your assistants can build your 
business success. Give them as many such mental 
tools as you can and show the boys how to use them 
to mutual advantage. Candidly, now, it’s worth 
while, isn’t it? 
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Showing good effect of bevel floor platform 


Wide Sloped Front Gives Good 
Effect in Tool Window | 


A STRIKING effect in the window of Bracy 

Brothers, Little Rock, Ark., shown here, is 
the wide bevel of the floor platform. This bevel is 
about 30 inches in hight, and makes it possible to 
display smaller tools to much better advantage than 
they would appear if simply placed flat on the floor 
of the window. 


The remainder of the floor is devoted principally 
to a display of planes. Dark colored cloth is used 
for the floor covering which contrasts strongly with 
the white muslin of the side and back. 

Excellent spacing of the goods on the background 
is also a commendable feature. In spite of the 
quantity and variety of goods shown in this space, 
each article stands out prominently. A free use of 
price cards also adds distinctly to the display. 
This window was trimmed by J. P. Shepherd, of 
Bracy Brothers. 














PUBLICITY FOR 


THE RETAILER 


HELPFULNESS 


A Few of the Letters Received From Appreciative Readers 


Hamp Williams Hardware Co. 


HARDWARE AGE. 
Gentlemen: 

I am just in receipt of yours of the 22d, and you 
do not know how much I appreciate your letter and 
suggestions. I can rarely get a suggestion from 
anybody, especially among my own people in the 
store. They are all inclined to say “that is all 
right, let it go at that,” but when I can have one 
of my ads criticised and some new thoughts put 
into them it not only helps me with one particular 
ad, but it is the basis upon which I can work out 
my future ads more successfully. 

I can see a reason for everything you suggest. 
The trouble with me is that I am not an ad writer, 
and I do not catch these fine points until somebody 
has shown them to me. 

Again thanking you, I am as ever, 

Yours truly, HAMP WILLIAMS, 
Hot Springs, Ark. 


Reindollar Bros. & Co. 


HARDWARE AGE, 
Gentlemen: 

We have been noticing the advertisements that 
you have been reproducing week by week, under the 
head of “Publicity for the Retailer,” and we have 
often thought of sending you a sample of the adver- 
tising we are doing regularly in our local weekly, 
for criticism. We enclose one of our latest ones, to 
find out how we may improve. The price has pur- 
posely been left out, since the jealous spirit of the 
merchants in a small town often results in the 
printed prices being cut. 

This is only a sample of amateur advertising, and, 
should you find it worth printing, we will look for- 
ward to your criticism with interest. 

Yours very truly, H. I. REINDOLLAR, 
Taneytown, Md. 


Hauser Lumber Co. 


HARDWARE AGE. 
Gentlemen: er 

We are pleased to note that you have published 
some of the ads that we mailed you, and we appre- 
ciate your interest in them and also the criticism. 
This is the only way to improve advertising. 

We are taking the liberty of sending you three 
more ads, and we hope you will be kind enough to 
use them. 

Again thanking you for your kindness in this 
matter, we beg to remain 

Yours very truly, OTTO REINKE, 

Fairfax, Minn. 


Henry Katzenmeyer 


HARDWARE AGE. 
Gentlemen: 

We always take special notice of the “Publicity 
for the Retailer” department in HARDWARE AGE, 
and we make use of the suggestions given there. 

We are enclosing an advertisement from our daily 
paper, which we wish to submit to you for criticism. 
Yours very truly, 

-H. KATZENMEYER, 
Hillsdale, Mich. 


F. J. Rosenwald & Son 


HARDWARE AGE, 
Gentlemen: 

We wish to take this opportunity to thank you 
heartily for the reproduction and criticism of our 
advertisement in your issue of July 23, 1914. Again 
we wish to assure you that any and all comments 
are highly appreciated, as we feel that this serves 
as a great help in getting up other advertisements. 

We are also taking the liberty of enclosing here- 
with several more ads. These you may dispose of 
as you see fit, although it is needless for us to say 
that we should like very much to have them com- 
mented upon. 

Thanking you in advance for any trouble this 
may cause you, and also for past favors, we are 

Yours very truly, 
H. A. ROSENWALD, 
Bellingham, Minn. 


E. W. Mills & Co., Ltd. 


HARDWARE AGE. 
Gentlemen: | 

I notice by your journal—which comes to hand 
regularly—that you devote pages in each issue to 
criticisms of the ads of hardware dealers, which are 
sent to you for that purpose. 

I am ad writer for the above firm, and I enclose a 
few specimens of my work, which you might feel 
inclined to print in due course. I read HARDWARE 
AGE regularly, particularly the pages devoted to the 
methods of increasing sales, and I obtain some valu- 
able information therefrom. 

Wishing HARDWARE AGE continued success, I am 

Yours faithfully, 
G. F. STONE, 
Wellington, New Zealand. 


Benjamin A. Maggini 


HARDWARE AGE. 
Gentlemen: 

Having noticed in your valuable magazine quite 
a number of reproduced advertisements of hard- 
ware dealers, and also some suggestions in the “Pub- 
licity for the Retailer” department advising the 
hardware man to handle toys during the Christmas 
holidays, I enclose two sample advertisements of 
our own. 

We have been handling toys for some years, and 
we find that they not only help business in other 
lines, but they are also the best advertisement we 
can get. 

B. A. MAGGINI, 
Braddock, Pa. 


A. W. Goddard Hardware Co. 


HARDWARE AGE. 
Gentlemen: 

Enclosed find copies of my recent ads, which you 
may publish and criticise in your valuable magazine. 

I get great benefit from your criticisms, especially 
on my own ads. 

Thanking you for your past favors, I remain 

Yours truly, WALTER F’. CHAPMAN, 
: Rutland, Vt. 


Yours truly, 
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PUBLICITY FOR THE RETAILER 


Four-Page Circular Designed for Rural Trade 


BUILT 
FOR THE BOY 





Did you ever realize the 
amount of real SERVICE that 
‘could be gotten out of a boy 
with his toy wagon, in addi- 
tion to the fun to be had with 
it.? 

There’s many a little odd 
job that “Sonnie” will be tick- 
ed to do if he had a bright 
red wagon like “Daddie’s” that 
he could use. Just take our 
tip and try it once. 





This reminds us of Christ- 
mas, but the boy usually mak- 
es the velocipede that “Santa” 
brought furnish sport 
throughout the year. Why 
not teach that boy to love 
“home” by giving him amuse- 
snents at home? 

We have the solid steel 
tire kind and also the rubber 
tired ones that don’t make so 
much noise in the house. 


“Cut Down 
the Cost of 


Living with a 


DIAMOQVD EDGE 
Food Cutter.” 


Cut up the 
cheaper 
cuts of 
meat and 
you have 
not only 
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most palatable of dishes. 


Do not stop at meats but cut 
up vegetables of all kinds, for 
purposes. DywovD EDGE 

Food Cutters cut all kinds of 
food, from cabbage to coffee. 





In buying be sure to gct a Food Cut- 
ter, not a chopper, nor a masher, but 

a EDGE Food Cutter, “the 

only cutter that cuts.” 

These cutters have four 
high grade tool steel blades 
which. stay sharp and cut as 
fine or as coarse as you like. 





ENAMELED 


THISTLE 
WARE IS NOT THE “OR- 


DINARY” kind. It has two 
heavy coats. of beautifully 
blended enamel on the outside 
and is pure white on the inside. 
You will be so well pleased 
with the appearance and qual- 
ity of this ware that you will 
want to fit your entire kitchen 
up with it. We have a number 
of new items jn it to show you 





A BICYCLE WONDER 





This Bicycle. is called - the 
WONDER because it is a real 
Wonder at the.price. 

The WONDER Bicycle is a high 
grade Bicycle at a low price. 

All materials used in this Bicycle 

are of highest grade. 

‘The Enamel is Hand Polished, 
Maroon Frame with lack 
Head, Or Hand Polished Biack 
Frame with Green Head. 

Equipped with Coaster Brake 
which adds to the pleasvre and 
comfort of the rider. 

The Tires furnished on this Bicy- 
cle are of exceptional quality 
and are guaranteed for a full 


DAMOVD EDGE 
POCKET KNIVES 


If the man who makes a pocket 
knife can’t sharpen it, why 
should you try? In other 


















words, if a new knife is not 


sharp it is sufficient to say 
4ou don’t want it. 


DAMOWD EDGE Knives are 
razor sharp when you buy 
them, They have a style— 
a finish—a_class that makes 
you grow proud of them, 


DIAMOVD EDGE Knives are so 
carefully put together that 
you can open any blade of 
eny knife easily. 

150 Brand New Patterns to 

Select from. 


a 











DIAMOND EDGE slicing knives, 
carvers, butcher knives, table 
knives, steels and all sorts of 
cutlery are better than usual, 
because they not only have 
intrinsic value, but have a 
style value. There is a style 
‘in cutlery as in everything 
else. 

The new slicing knife, the new 
fruit knife, the new bon- 
ing knife and other cutlery 
of this nature shows that 
there is continual improve- 
ment, and every new improve- 
ment will be found in the 
DIAMOND EDGE line. 


Also see our line of Communi- 
ty Silver. 


DIAMOND EDGE 
Butcher or Kitchen 


KNIFE 





The most useful KNIFE 
in the household. 


Made of double laid Shear 
Steel that will hold a 
sharp cutting edge. 


You cannot expect a 10c 
BUTCHER KNIFE to 
have high grade steel. 


Buy a Diamond EbGE Knife 
and be satisfied. 
The prices vary from-25 cents 


up, and are fuliy warranted. 














Scull-Swain Hardware Company 


“THE GOOD SERVICE STORE” 


North Travis Street 


SHERMAN, TEXAS 


Telephones No. 52 





No. 1—The big feature of this circular is the number of articles it pictures together with the thorough descrip- 
- tion accorded each 


Showing Hardware Stock and Talking About It 


No. 1 (8 in. x 10 in.). This is the second page 
from a four-page circular sent us by the Scull- 
Swain Hardware Company, Sherman, Texas. The 
first page of this circular is built along the lines 
of a store paper, having a title, “Hardware News,” 
and an interesting opening talk in which, above 
other things, store service is emphasized. The three 
following pages devoted to display panels exclusively 
make this a sort of “betwixt and between” propo- 
sition; neither a store paper nor a circular of ordi- 
nary type. In this connection, we would suggest to 
the Scull-Swain Company that it adopt a definite 
form for succeeding issues, making the sheet either 
a store paper by combining reading text on each 
page with the ads or an out-and-out circular without 


a title and store paper make-up on the first page. 
The big feature of this circular is the number of 
articles it pictures, together with the thorough de- 
scription accorded each. Its weak spot is its lack 
of prices. There are so many articles listed that the 
lack of prices becomes noticeable to a degree. We 
hope the Scull-Swain firm will soon remedy this. 
It will be worth while to examine this page care- 
fully; it is really a collection of small but complete 
ads. Some of them strike us as being single column, 
ready-made ads, which, by the way, is a happy way 
of making up a circular effectively when time 
presses. The text accompanying the cuts on this 
page is both descriptive and creative in treatment. 
Note the suggestion in the toy wagon panel and 
also that in the velocipede column. This is just the 
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“The Paint That Lasts in This Climate.” 

Bridgeport Standard is the 

That is the only real way of figuring the cost of paint—on the 
city. Judged fr this standpoint. Brid t Standard is th 





color card. Come in and ask to see 


HOFF & BRO, Inc., ircaiice's Pain Figere Hardware 


SEE OUR WINDOWS 
sti OR 
ee 

indifference 


right style of copy to be clinched with a price. A 
circular of this sort is almost as good as a visit to 
the store and in some respects better, for a cus- 
tomer does not always look around for other things 
than the article responsible for the visit. We direct 
the attention of Messrs. Scull and Swain to the 
first paragraph under the bicycle panel: the lack 
of price here is really painful. Taken as a whole, 
however, the circular will accomplish a great deal 
in familiarizing the reader with store stock, and 
this is just what has to be done in these days. 


Fine Example of Ready-Made Ad 


No. 2 (3 cols. x 7 in.). This ad comes to us 
from Hoff & Bro., Reading, Penn. It’s a timely ad 
and well handled. The illustration visualizes the 
heading and the two together are an incentive to 
immediate action. Note that the opening portion 
of the text is wholly advice and counsel for the 
reader; not until the secondary display line is 
reached does the writer begin to talk about his 
product. Consequently the reader is carried along 
by self-interest and is reading about Bridgeport 
paints before he realizes the fact. Talk in the third 
person and you easily beat down the barriers of in- 
difference. You can’t always drive the reader but 
you can lead him every time. We believe this ad 
will drive home the point we are making. The de- 
scriptive text is brief but forceful, and the slogan, 
“The Paint that Lasts in This Climate,” has a local 
flavor that is really worth something. Note how 
neatly Hoff & Bro. have inserted their firm signa- 
ture, stamping the announcement as a local produc- 


tion. 
Summing Up the Toy Situation 


No. 3 (1 col. x 5% in.). Sprecher & Ganss, Lan- 
caster, Penn., the firm sending us this ad, has pro- 
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paint. The wood is then in 
proper condition. The paint penetrates deeper—gets a firmer hold. 

Your house needs protection more in winter than in any other 
season of the year. So do your painting now—and use 


Bridgeport Standard Prepared Paint 


most durable paint. It covers the greatest amount of surface. 
basis of long life and covering capa- 
dpoint, gep most economical paint you can buy. 
An endless variety of up-to-date tints and shades are shown on the Bridgeport Standard 


sore 403. Penn Sq. 


GLAD TO SERVE YOU 
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AJoyfulMessage 
For The Children 


We have just received a letter 
from “Dear Santa Claus.” Read 
it or let papa or mamma read it 
for.you, and hean the good news: 


North Pole, Sept. 14, 1914. 
Messrs. Sprecher & Ganss: 

Lancaster; Pa. 
My dear good old friends: 
_ After an absence of almost a 
year, I thought I would write you | 
about ,my toys. You no doubt 
have heard all sorts of news about 
toy famine, on-account of the war 
which has been raging in the for- 
| eign countries. But this is a false 
alarm.’ I have taken care of you, 
because you have been my oldest 
and most loyal friends. I just 
shipped you one full carload. of 
toys, more carloads to follow. 
Consisting of everything 
able in Toydom. No war prices. 
Prices will be as low as ever. Let 
all my good little children know 
the joyful news. 

I am going to make my head- 
quarters again at your beautiful 
store. It always feels like second 
home to me, because you have so 
many nice, good: children come 
to see me. You know I love 
them so dearly, and they love me’ 

Only a few more weeks and I 
will again be with you, 

So long, 
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No. 2—Talk in the third person and you easily beat down the barriers of No. 3—This letter dispels any 


SANTA. 











doubts about toy shortage 


duced a real piece of work. This ad, in the words 
of Messrs. Sprecher & Ganss, is “a forerunner” 
advertising the sale of toys for the holidays. In 
the first place, the form of the ad is unique: few 
parents will be inclined to pass by the promising 
heading. Then the letter itself dispels any doubts 
about toy shortage and high prices which may 
have been current. It is made very plain that the 
war is not going to interfere with the toy display 
at the Sprecher & Ganss store and that prices are 
going to be about what they always have been. At 
the present moment, we can think of no more effec- 
tive way for a firm to create interest in its toy sale 
ads than by an announcement built along the lines of 
this one. - 


Quotation on Hardware Market 
in Dominican Republic 


sapere for the entire Dominican Republic 

credit Germany with $3,014 of $6,351 worth 
of knives, scissors and razors as against $1,525 
worth from the United States, and with $2,123 out 
of $3,248 worth of table cutlery, as against $556 
from the United States. Germany also furnished 
three-fourths of the iron vessels for the kitchen, 
$18,719 out of $24,529 worth in 1911, the United 
States furnishing $3,544 worth. Out of $2,317 
worth of iron and tin-plate spoons and forks Ger- 
many furnished $1,386 worth, the rest coming from 
the United States. In the imports of tin, its alloys 
and manufactures she is also credited with $1,800 
as against $1,423 from the United States out of a 
total of $3,751 worth imported into the Dominican 
Republic in 1911. Smaller proportions of other 
varieties of hardware, including agricultural tools, 
are furnished by Germany and Great Britain. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





In hardware lines business is good. One 
concern reports that the first three weeks 
of this month were approximately 20 per 
cent. ahead of the same period last year. 


Heavy buying at low prices in the pig 





MARKET SUMMARY FOR 


THE BUSY READER 


iron market, for delivery the first half of 
1915. 


Collections fair and general money 
situation better than at any time since the 
European war started. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., November 17, 1914. 


2 deere nothing of special moment developed in the 
iron and steel and allied trades in the past week a 
notable feature of the situation is that consumers are 
taking more interest in the pig iron market and are 
buying quite heavily at low prices for delivery as far 
ahead as through the first half of 1915. In the Buffalo, 
N. Y., district particularly there have been some heavy 
sales, and in the Pittsburgh district a large consumer of 
basic iron closed up in the latter part of last week for 
10,000 tons for delivery at Alliance, Ohio, and Sharon, 
Pa., in the four months, December, January, February 
and March. This basic iron was sold at the lowest price 
it has reached in some years. Other consumers of pig 
iron are looking for general reductions in wages of blast 
furnace and steel works labor about January 1, and are 
holding off buying, believing that possibly they will be 
able to do still better about the first of the year. It is 
just possible that the consumers who are holding off 
may find they have made a mistake, as it is believed it 
would not require a great deal of buying of pig iron to 
start prices upward, and possibly they may be a little 
higher the first of the year than they are now. 

In finished iron and steel, in spite of the general be- 
lief that sentiment is better, prices have lost ground in 
the past week, and in plates, shapes and bars have near- 
ly reached the very low level of the latter part of 1911 
and the early part of 1912. It will be recalled that at 
those periods there was very heavy buying of finished 
material, some of the mills selling for practically a year 
ahead at very low prices while others refused to sell be- 
yond the first six months of 1912, and their judgment in 
this was vindicated by later events. Some of the large 
agricultural implement makers have not covered on 
their requirements of steel bars for the first half of 
1915, and are negotiating with some of the mills for 
their requirements running up to July, 1915. The gen- 
eral price of steel bars is 1.10c., Pittsburgh, but in very 
exceptional cases this has been shaded about $1 a ton 
for some points of delivery. This condition also applies 
in plates and structural steel, which are dull in demand. 
Plates are weaker than steel bars or structural material, 
and are being openly sold at 1.05c., Pittsburgh, the low- 
est price reached for some months. The plate mills are 
not operating to more than about 35 to 40 per cent. of 
capacity, and there is very little large work ahead. 
The plate mills get a good part of their business from 
the steel car companies, an average of 12 to 13 tons of 
plates and shapes being used in the building of a stee} 
car, but orders from the railroads for steel cars for 
some time have been very dull and no large inquiries 
are in the market. The condition of the fabricating 
steel trade is shown in a recent report of the Bridge 
Builders & Structural Society, which showed that only 
38% per cent of the capacity of the fabricating shops in 
the entire country was under contract in October. The 
tight money market, which, however, is getting better, 
tied up a great many important projects which would 
have required a large tonnage of structural shapes, and 
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this is the main reason why the structural shops are so 
short of work. A recent job placed in Pittsburgh was 
1300 tons for the Schenley High School in this city, 
which went to the Riter-Conley Mfg. Company. 

Finishing mills report heavy inquiries for finished 
iron and steel for export shipment. These inquiries 
consist of billets and sheet bars, some plates and sheets, 
but mostly wire products. There has been a very heavy 
movement in barb wire from this country to England and 
France, and one authority in the trade estimates that 
from 75,000 to 100,000 tons of barb wire have been sold 
for shipment abroad. Prices on wire nails and wire are 
weaker, and in exceptional cases wire nails have sold at 
$1.50 per keg. The tin plate trade is pretty well over 
for 1914, and the official price for 1915 has not yet been 
fixed. The outlook is that the consumption of tin plate 
next year will be the heaviest ever known. The sheet 
trade is only fairly active and prices none too strong. 
Some large contracts are in the market for cast-iron 
pipe, one for 25,000 tons for Detroit, bids for which were 
opened on November 24. 


In spite of the very dull conditions in the heavy iron 
and steel trades, hardware jobbers and retailers report 
a fair amount of business being taken, but not as heavy 
as at this time last year. The consuming trade is still 
inclined to buy only such quantities of material as they 
need for actual wants, while retailers are not buying 
ahead to any extent. There has been a notable falling 
off in business in holiday goods that are carried by re- 
tail hardware stores, this being due no doubt to the 
scarcity of money, and the fact that so many men are 
out of work. The open winter so far has been against 
the selling of sleds, skates and other goods that are 
used only in the winter months, and very little is doing 
in other lines that are active only in the winter months. 
The men on the road report conditions quiet among the 
trade they visit, and while orders are fairly plentiful 
in number, they are smaller in tonnage, and aggregate 
only a fair amount of business. 


Collections are reported fair, and the general money 
situation is better than at any time since the European 
war started. Large borrowers now report they can 
get money from banks by having the proper collateral, 
which they were not able to do a month or six weeks 
ago. The better condition in the money market will 
also help the railroads, and once they commence to buy 
steel rails, steel cars and track supplies, general con- 
ditions in the steel and hardware trades will be much 
better. It is not believed the situation will change 
much until after the first of the year, but very soon in 
January, 1915, a good buying movement is expected, 
as inventories and stock taking will then have been 
completed. 


Wire Naits.—The domestic demand for wire nails is 
only fair, being mostly for small lots to cover actual 
needs, and specifications against contracts are not very 
active. There is a fair foreign inquiry, and some wire 
nails are being sold in 112-lb. packages for delivery to 
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England and there is some inquiry from several other 
countries. In sympathy with other lines of finished ma- 
terial, prices on wire nails are weaker, and in excep- 
tional cases for desirable orders and prompt shipment 
they have sold at $1.50 per keg. We quote the general 
market at $1.55 on current orders, but for a very at- 
tractive specification $1.50 could be done. 


We quote wire nails as follows: In carload lots to jobbers, 
$1.55, f.o.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 


CuT NAILs.—The only maker of cut nails in this dis- 
trict, the LaBelle Iron Works, which has a large cut 
nail factory in Wheeling, W. Va., reports new demand 
only fair and mostly in small lots to cover actual needs. 
Specifications against contracts are not very active, 
but a fair tonnage of cut nails is being sold for deliv- 
ery in the South. In sympathy with wire nails, prices 
on cut nails are weaker, and we quote at $1.55 to $1.60 
per keg in carload lots, the price depending on the 
order. 

We quote nails at $1.55 to $1.60 per keg in carload and 
larger lots to jobbers; carloads to’retailers, $1.60, f.o.b. Pitts- 


burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—Makers continue to report a heavy for- 
eign inquiry for barb wire from England, France and 
Germany and heavy shipments are being made right 
along mostly for England. One notable inquiry in the 
market is for 2,000 tons for England, which will prob- 
ably go to a Youngstown, Ohio, mill. The domestic 
demand for barb wire is heavier than for some time, 
farmers taking advantage of the favorable weather to 
build fences on their farms. Jobbers report a heavier 
demand from retailers than for some time. Prices are 
only fairly strong, and on desirable orders are being 
shaded about $1 per ton. 


We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 
points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The new demand is only fair and 
mostly in small lots to cover actual needs. Fabricators 
of fence wire are only fairly busy and trade at present 
is not as active as usual at this season of the year. 
Prices on annealed fence wire are weaker, and orders 
are being placed at $1.35 per 100 lbs. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.35 to $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—Mills report that the new 
demand for steel bars is quiet, and specifications so far 
this season from the agricultural implement makers 
have been very much below normal. Some of these 
consumers have not yet covered on their requirements 
of steel bars for the first half of 1915, and are sound- 
ing the market. The general market on steel bars is 
1.10¢c. on current orders, but for an attractive specifica- 
tion, 1.05c. is being done in some cases. Owing to the 
favorable weather, outside building operations have 
kept up right along, and this has helped the demand 
for reinforcing steel bars, which is more active now 
than usual at this season of the year. The new de- 
mand for common iron bars is dull and only for small 
lots, low prices being made, especially in the Chicago 
district. 

We quote steel bars at 1.10c. for delivery this month and 
in December, while for first quarter the makers are quoting 


1.15c. We quote common iron bars at 1.15c. to 1.20c., f.o.b. 
Pittsburgh. 


ba 


SHEETS.—Leading makers report that the new de- 
mand for both black and galvanized sheets is only fair 
and mostly in small lots to cover current needs. Speci- 
fications from large consumers are not coming in very 
freely, and general conditions in the sheet trade are 
unsatisfactory, both from the standpoint of demand and 
also of prices. Some of the mills are going after or- 
ders aggressively, and prices have eased off about $1 a 
ton in the past week. The minimum of the market on 
No. 28 black sheets is 1.85c. to 1.90c., and on No. 28 
galvanized, 2.85c. to 2.90c., Nos. 9 and 10 blue annealed 
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sheets are selling at 1.35c. to 1.40c., f.o.b. at maker’s 
mill. 

Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 
of invoice: 

Blue Annealed Sheets 


Cents per Ib. 

BD ARG Sk ode caw eb owe Cash vscvhiwe 1.30 to 1.35 
Bee: @: GP (Sas chun cedtéewdnav ek cles 1.35 to 1.40 
es a en ork oo soa ims ee a ial ee .40 to 1.45 
De Bae Bs bodes ebeceaeesticuewoes .50 to 1.55 
Bee: BD GEE SEibwsecevede bi wewrosbawratl 1.60 to 1.65 

Boz Annealed Sheets, Cold Rolled 

Cents per Ib. 

— Se es ea os we Ae ees chee anda 1.50 to 1.55 
aa ERE Ts Pe Cea a a ets a 1.50 to 1.55 

Sem ne 66 a a aie ale deed ile ote 1.55 to 1.60 
OM ae eee 1.60 to 1.65 
BS ea TO LS bb hid do 4 6S Rcd wdc ae an 1.65 to 1.70 
ee EE le ok = 6 65 06 hos 6 Oem eves 1.70 to 1.75 
De at GD Ws 66.0466 6662 a8e seb b Kaban 1.75 to 1.80 
Se At” 0 Ke Venléw's &OHhS 6d kbd ee eae 1.80 to 1.85 
PO, I ie ai ik ce dk ahah te di dh i ea tesa ae ad mana 1.85 to 1.90 
pT Re Pr ar te: Abie tr Cae A. eC ry 1.90 to 1.95 
De se cicbsewes bkakss Vite mane 2.00 to 2.05 

Galwanized Sheets of Black Sheet Gauge 

Cents per Ib. 

nh ai Ce OS: . 6 wate +s: te'ee tbdesnakes 1.85 to 1.90 
I TOU ot des he ch A ok de ot ie eh i wh ete icnalea en 1.95 to 2.00 
Des Be “BE vc cicero vb ant’ abi bere 1.95 to 2.00 
Ds Ree ee ek & xe bone ecb ene cttese we .10 to 2.15 
NG ES ERE Or, eae eh ee ee ee 2.25 to 2.30 
I? i shea eee eae 2.40 to 2.45 
Fe ee GE Osc cccé wet cvekvisticetectat 2.55 to 2.60 
OE Ses ee ae 2.70 to 2.75 
nt an. Ms var bbb add ee ee hake teeta 2.85 to 2.90 
DOG Te ba 600s 60 04 bb 6sb RS Kes Solewnteeet 3.00 to 3.05 
i Pe ee wer cé6sewobds 3.15 to 3.20 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29. 25to28 19 to 24 12to18 
FROGUIAF, OF CIM ..ccccese coe 0.15 0.10 0.05 
Graphite, RG 6 be ccows ss 6% 0.25 0.15 

Forming 
2, 216, 3 and 5 in. corru- 

soe aba ha S ole omar ae 0.05 0.05 0.05 0.05 
2, V- nn RETF without sticks 0.05 0.05 0.05 wr 
% to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

Wee GEOG 4. 6c cndduccdr 15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/16 in. crimped ....cccee 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
ee WE ob besa cedeae cess 0.25 0.25 
Rock face brick and stone 

Pay reer oe Pres eet re 0.25 0.25 
Roll and cap roofing, with 

caps and cleats......... 0.25 0.25 
Roofing valley, 12 in., and 

APE See. 7 Fe 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


Nuts, BOLTs AND RIVETS.—The new demand for nuts 
and bolts continues for small lots only to cover current 
needs, and large consumers are not specifying very 
freely against contracts placed late in June and late in 
July for delivery over last half of the year. Several 
large makers of nuts and bolts have heavy stocks on 
hand, and are quoting low prices to the trade in order 
to move them. The new demand for structural and 
boiler rivets is dull and prices are none too strong. 


We quote structural rivets at 1.40c. and boiler rivets at 
1.50c. in carload lots, small lots taking an advance of about 
lc. Discounts on nuts and bolts are as follows in lots of 300 
Ib. = over, delivered within a 20c. freight radius of maker’s 
works. 


Coach and lag SCTEWS. ....ccccccscces 80 and ‘e oe 
Small Carriage bolts, cut threads........... 
Small carriage bolts, rolled threads. “ae ana Fe) of 


Large carriage Ns bist s nant 5 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads...80 and 10% off 
Large machine Dolte ....ccccoscceces 75 and 10% off 
Machine bolts, c.p.c. & t nuts, ag eoakuees 80% off 


Machine bolts, Pag <> & t nuts, large.. 
Square h.p. nuts, blank and tapped 
Yvert Se noe eas eb ke be ote 
C.P.C. and r. sq. nuts, blank and tapped. 36. oo. —_ 


Hexagon nuts, % and larger.......... list 
Hexagon nuts, smaller than % in.... 180 off list 
CP: Beet DOURTO DUB a a cities c Cis dcen 6h 5.50 pe list 
C.P. plain hexagon nuts .....c.ccccccscs 5.90 off list 


Semi-fin. hex. nuts, Fe in. or under. .85, 10 & 10% off 
Semi-fin. hex. nuts, in. and larger. . .85 & 5% off 
Rivets, 7/16 x 6%, smaller & shorter. 80, 10 & 5% off 
Rivets, tin plated, packages........ 0 and 5% off 


Rivets, metallic tinned, packages. . 80, 10 and 5% off 
Standard Cap SCTEWS .....eseee0. 70,10 and 10% off 
Standard set-screwsS ........+e.+- 75,10 and 10% off 


TIN PLATE.—The season in tin plate is nearly over 
and as a result operations among the mills are quiet- 
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ing down considerably. Some contracts for bright plate 
for can makers on the Pacific Coast have been taken 
for first quarter of next year, but none of the mills 
has as yet fixed its price on tin plate for the season of 
1915 delivery. Large consumers are importuning the 
mills to name prices, but the latter are holding off as 
long as possible from doing so, in view of the uncer- 
tainty as to prices of steel and also of pig tin, the latter 
having gone up about 3 cents a lb. in the last few 
days. The general market on tin plate for current 
small orders is $3.25 per base box, for 14 x 20 coke 
plates, but for a desirable order for prompt shipment 
from stock this price would be shaded. 

We quote 100-lb. coke plates at $3.25 per base box, de- 
pending on the order. 

We quote 100-lb. terne plates at $3.10 to $3.20 per base 
box, f.o.b. Pittsburgh. 

STANDARD PipE.—The new demand for wrought iron 
and steel pipe is quiet and no inquiries are in the mar- 
ket at present for large gas or oil lines. One large 
pipe mill in the Youngstown, Ohio, district was closed 
down entirely last week for lack of orders, while an- 
other was operating to only about 40 per cent. of ca- 
pacity. The new demand for boiler tubes is dull, and 
prices on both merchant and locomotive tubes have been 
considerably shaded for some time. As a rule pipe 
mills are not operating, on the general average, to more 
than 35 to 40 per cent. of capacity. 


WrouGuT Pipe.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from November 2, 1914, and iron pipe 
from June 2, 1913, all full weight: 


Butt Weld 
eel on 
Inches Black Galv. Inches Black Galv. 
» % d 74 531% BRE Barrceces 66 
ee a Git eek ooh 8 rait ibeecsteesee ie OO 46 
Oe Bs iw icsen x 81 Sk: a) -Oe: ih bw hae bok b 69 56 
i Oe Bae oc te 61 
Lap Weld 
ee ae wie gh ee 78 6914 Dt witetewees des 56 45 
. oF ee ee 80 71% DR Uae Ga ta aaintos 67 56 
tt DAC 7 6614 Ts dpmiesk' in es oh i wees 68 58 
aa en i. «5.0 0s 63%... 2 De Bing tek so 70 61 
i ahyih oy wah Dnata 6% 1 4 ? eres. 61 
i Ree 68 55 
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Reamed and Drifted 


2 ee ee 79 70% 1 to 1%, butt... 70 59 
i eve cet oon 76 67% 2, DE ieicib os bee 59 
2% to 6, lap.... 78 69% rr 54 43 
Bue Se os aee Wee 65 54 
SEN oes oalee el 6 56 
2% to 4, lap.... 68 59 

















. and ee 5814 Re ee re 63 52 
i * veeeen * S ht Me btn oa wee & 6 b's 67 60 
SO BRR. cooses 78 71% ee 2 l Sas 71 62 
SP Pitssepeses 79 72% and 24%....... 72 63 
Lap Weld, extra strong, plain ends 
eS a Sy OE 75 66% Se ‘na ownks eee tee ee 59 
Bee OO Ba ace cous 77 6814 EI rare ee 66 58 
2S 2 See 76 6714 | Fee 70 61 
i A SP Seere 69 58 > & 2B PeTPeTe 69 60 
2 Oe Bike vw oo oo 64 53  f9ererr: re 63 53 
“4 ¢ fae 58 47 
Butt Weld, double extra strong, plain ends 
Wi abe sets ae bait 64 57% A peartetaree 49 
OP Babee s cows 67 601% a OP Dees ee os 60 52 
£2. Serer 69 62% ee 2) ae 62 54 
Lap Weld, double extra strong, plain ends 
ee ee ae 65 ) ES ae ee ae 49 
wae. SO Ciscecnces 67 60 Saree 0 54 
oe i ee TY 66 59 OTe WD Cisse s 59 53 
7 Bess ene cas 59 48% & & eee 2 42 





To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILeER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel and from January 2, 
1914, on iron, are as follows: 


Standard Charcoal Iron 
n. 45 





1%, ithaca TY a asad ar ec daneanat ni eg 
oS apes et apceayaera ae 59 if NE” Segara gle 49 
Si, and Be in. 255552; RES fe itipeemedey 45 
fy Bee oe St encarta dae Opt Bi te Ot be... coca 54 
3% and 4% in.......... 72 sb. 2. 4 eer 57 
PP ee Ws ct Secestuetver 65 Sam GUE SU6 BB. oc ve sowed 60 
ee Se a> 644 heb Chel os 62 ve 2 2 ee eee 49 


Locomotive and steamship special charcoal grades bring 


higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes for 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 
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Office of HARDWARE AGE, 
New York, November 23, 1914. 


ANY business men complain of a scarcity of orders 
intended for domestic consumption, but specifica- 
tions for foreign account are increasing in range and 
volume. Some representative factories have orders suf- 
ficient to keep them running on full time for months, 
and in some instances a year or two on present book- 
ings. These statements, however, refer to material in- 
tended for war purposes. 

It is refreshing to hear a veteran manager of one of 
the largest concerns nearly a century old producing a 
general line of hardware, in referring to eastern and 
foreign trade, say that business is good. He added that 
October last was their best month in two years, sur- 
passing October, 1913, by 12% per cent. This was 
supplemented by a statement that the first three weeks 
of this month were approximately 20 per cent. ahead 
of the comparable period last year. The significance 
of this is the ratio of progression. Collections in some 
cases are referred to as very good, which is another 
gratifying surprise, showing that there is an easier 
situation in the money market. Prices are less satis- 
factory, and are alluded to as much too low. 

From some parts of the country, more especially the 
Middle West, the trade outlook is also a trifle more 
hopeful. An indication of this is in releases coming in 
on orders that having been placed were afterward held 
up. There is no conflict of opinion about the minimum 
character of stecks in all channels of trade, whether 
among manufacturers, jobbers or retailers. 


One manufacturer of an indispensable sheet metal, 
used universally, replying to the guess of another man- 
ufacturer, as to the former’s stock in warehouse, esti- 
mated the supply on hand at 1500 boxes. The actual 
stock was 1200 boxes, where a normal amount at this 
time of the year would be from 5000 to 6000 boxes. 
This is a fair criterion of the hand-to-mouth character 
of supply and demand which has long prevailed. 

Some indications of a better sentiment and confi- 
dence in the future is seen in the disposition of users 
of primary materials to broaden out a little. We are 
told of one manufacturer who has just placed an order 
for 750,000 Ibs. of a leading metal; another 500,000 Ibs., 
and so on. This was undertaken because of improved 
prospects, and the belief that owing to low prevailing 
prices and small stocks everywhere, there was little, if 
anything to lose at the worst. 

The sales manager of a leading manufacturing com- 
pany producing a commonly used line, alludes to the 
past as in the nature of a business vacation which is 
nearing an end: That the trade is very much under- 
bought. That consumption has been going on, somewhat 
slower it is true, but still great, and that much business 
has only been deferred. 

Greater improvement is looked for after the begin- 
ning of the new year, the chief receipts at present from 
road salesmen being expense accounts. Nevertheless 
some manufacturers of tools and kindred goods say that 
their salesmen have found a slightly better business 
and a more encouraging tone. 

Stocks in jobbers and retailers’ hands were probably 
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never so low, and the business situation seems ripe for 
stronger buying in anticipation of spring business. 
The movement of farm products and cotton, the latter 
our largest export, is beginning to be felt, and this 
activity is bound to continue. It is the opinion of ex- 
perienced men in the trade that manufacturers are jus- 
tified in making up reasonably adequate stocks from 
which to promptly execute orders later on that are 
bound to come. 


WirE Naiis.—There are slight indications of a trifle 
better trade in wire nails, although nothing to boast of. 
Such business as is current comes from territory out- 
side Greater New York, rather than in Metropolitan 
territory. But much in this line, however, is to be ex- 
pected in the near future, as from now until Jaunary 
1 the trade is likely to be largely of pick-up character. 


Wire nails, out of store, are offered at $1.85 per keg base. 


CuT NAILs.—Cut nails are steady, and there is a fair 
amount of business doing, but not much improvement is 
now anticipated for the remainder of the year, at least, 
because of the approach of cold weather. There is a 
slightly better export demand, however, and it should 
gradually improve. 


Cut nails, out of store, are based on $1.85 per keg. 


Rope.—There is but little to say about rope, although 
with some manufacturers the business is no worse, not- 
withstanding that sales of rope at this time of the year 
are usually on a diminishing scale, owing to the ap- 
proach of cold weather and consequent laying up of 
shipping. 

Eastern manufacturers have some Manila hemp on 
the way from the Pacific Coast, overland, which adds to 
freight costs:on the raw stock, while other supplies are 
coming along more freely from the Philippines direct 
to New York by steamers. 


The destruction of the German commerce destroyer, 
Emden, has improved the transportation situation on the 
high seas in the vicinity of the Indian Ocean and Ma- 
lacca Straits, but if passage through the Suez Canal is 
interrupted by the Turks and Egyptians, steamers 
would have to make longer voyages. 


Prices for rope, to average trade, are still based on 12c. 
per lb. for first grade Manila rope. 


NAVAL STORES.—Naval stores are steady, with a mod- 
erate demand for present requirements and fairly sat- 
isfactory business for this period of the year. Work 
in the South will diminish or cease after the middle of 
December, because of inventory and the making of re- 
pairs, customary at this time of the year. 


The organized factors expect to obtain their prices 
eventually, but most of the trade at present is secured 
by the independents. Export business is still quiet. 


Spot turpentine, in yard, ranges at from 48 to 48%c. per 
gal., sales in round lots being the exception. 


Rosins are a bit firmer, with quotatiors in this mar- 
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ket quite well maintained and concessions harder to 
obtain. 

Common to good strained, on the basis of 280 lb. per bbl. is 
$3.75, and D. grade, $3.85 to $3.95 per bbl., in yard. 

LINSEED O1L.—The market for linseed oil has been 
fairly stationary lately. The price of oil cake always 
affects the price of linseed oil, as the less that product 
brings, the more oil cake must yield and vice versa. 
The cake situation now is quite satisfactory, so far as 
consumption abroad is concerned, the main difficulty 
being to get sufficient freight space on ocean steamers, 
which is just at present inadequate from New Orleans 
and some other American outports. There are now 
enough European ports open and markets available to 
absorb the oil cake product over and above that re- 
quired for American consumption. 

Linseed oil, raw, city brands, in 5 or more bblis., is 48c., 
and 49c. per gal. in less than 5 bbls. 


State and Western oil is 46c. in carload lots and about 
47c. in smaller quantities. 


WInpbow Guiass.—The demand for window glass in 
the Eastern market is still very light. At a recent 
meeting in Pittsburgh of window glass makers, a com- 
mittee was appointed to investigate the prospects for 
South American trade. There have been many in- 
quiries from South and Central America, likewise from 
all over the world, including one for 10,000 boxes from 
France, but the price of American glass is very much 
higher than for that heretofore produced in Europe. 

Window glass is made principally in Belgium, Aus- 
tria, Germany, France and England, but Belgium be- 
fore the war led them all. Belgian glass was approxi- 
mately about one-half our price, although the product 
is not nearly as good in much of it. Still it served 
many purposes and they got the foreign business which 
is now destroyed. 

Buyers in importing countries, shut off from Bel- 
gium and elsewhere, will be slow to buy of us until com- 
pelled to by further exhaustion of stocks. 

The Belgian glass industry was in the war zone and 
was hard hit at the very beginning. Window glass 
made chiefly in Charleroi, Jumet and other places in 
Belgium totaled nearly 11,000,000 boxes, of which they 
themselves used but about 500,000 boxes, compared with 
a product of 7,000,000 to 7,500,000 boxes manufactured 
in the United States. Therefore, the Belgians have ex- 
ported practically a half more of this kind of glass than 
is consumed in the United States. 

Sooner or later foreigners will be compelled to re- 
stock, but our glass costs much more largely because 
labor is higher. When foreign buyers are satisfied 
that new stock cannot be obtained from Europe, the 
prospects for our exporting this product will be better. 

Window glass in eastern territory is still 90-10 to 90-15 
per cerit. on single thick, and 90-15 to 90-20 per cent. dis- 
count for double thick, from jobbers’ list. 

CopPpeR.—On November 19 there was an advance on 
some kinds of copper material, making copper sheets 
17c. base, drawn copper shapes 14c. base, and bare cop- 
per wire for electrical purposes, carload lots, mill ship- 
ments, 13c. base price per Ib. 
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Office of HARDWARE AGE, 
Chicago, Ill., Nov. 23, 1914. 


O change of importance is noted in business condi- 
tions in the Central West. There is the same 
tendency to reduce stocks, and especially so in view 
of the approaching inventory time. Stocks of holiday 
goods are small, though there has been good business 
taken in cutlery and kindred lines. 


Collections are showing some improvement and, with 
the increased retail business incident to the colder 
weather which has been experienced during the past 
week, give promise of further improvement. There is 
little doubt that the colder weather will bring a fair 
volume of fill-in orders for winter goods. 





Goods for spring delivery are not being bought in 
accustomed quantities and prices are reported as being 
shaded on some of the more important items. 


Orders for screen wire total a fair volume, but the 
miscellaneous items connected with this class of goods 
are moving very slowly. Wholesalers are taking ad- 
vantage of the present opportunity to make re-arrange- 
ments of territories with those changes in employes 
that are usually made later in the year. 


General conditions are more favorable. Export or- 
ders are being received in larger quantities than for- 
merly and there is a better buying movement in iron 
and railroad supplies than has been experienced for 
several months. Many mills are running longer hours, 
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employing men that have been idle. The interest rates 
for loans are lower, with promise of further reduc- 
tions. General sentiment is of a marked optimistic 
tone. 


WIRE NAILs.—Small orders are the rule. The total 
volume, as reported by the leading interest, is better 
than the previous week. There is no change in price. 
We quote wire nails, f.o.b. Chicago: 


rr i 8 as hae bh seheeee $1.73 base 
ne be Soca be ccee eee oe 1.78 base 
Less than carloads to retailers........... 1.88 base 


STAPLES.—We quote, f.o.b. Chicago: Staples, bright, 
same price as nails. Staples, galvanized, an advance of 
40c. 


BARB WIRE.—Export orders continue to be received 
and enable manufacturers to work to almost normal 
capacity. Several inquiries for large tonnage have 
been received recently. This product is making the 
best showing of any of the wire products. Domestic 
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inquiry is small. We quote barb wire, f.o.b. Chicago, 
as follows: 


Carloads to jobbers, painted.............. $1.73 base 
Carloads to jobbers, galvanized.......... 2.13 base 
Carloads to retailers, painted............. 1.78 base 
Carloads to retailers, galvanized.......... 2.18 base 


An additional advance of 10c. for less than carloads. 


FENCE WIRE.—Orders are principally for less than 
car lots. We quote fence wire, f.o.b. Chicago, as fol- 
lows: 

Carloads to jobbers, annealed................. at 


Carloads to jobbers, galvanized............... .93 
Carloads to retailers, annealed..........-e+ees-. 1.58 
Carloads to retailers, galvanized.............. a 


An additional advance of 10c. for less than carloads. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process oil: . 


I, SU i a a es es nen» 68.0.8 45c. 
Sn MEE “c's, 9 St wel o's 60 ewe dv ese cee deteds 46c. 
rr i ae a ke oe eebebe bee 47c. 
Se RS Oe, is 6 6 oc ees co eee veveves 48c. 
as Tn eee, SU «cc ccnccsenceseneicteee 49c. 
3e8 tChanm.6 Barreis, DOUG... ..6scccccecccccess 50c. 
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WINNIPEG, CAN., November 18, 1914." 


EMAND for some kinds of hardware has fallen off 
owing to the arrival of wintry weather, but sev- 
eral seasonable lines are more active than previously. 
Demand for builders’ hardware has not been very active 
for some months, but now it is quieter than ever. Frost 
and snow, together with the money scarcity, have prac- 
tically put a stop to building operations in Manitoba, 
Saskatchewan and Alberta, and very little will be done 
before the opening of the spring season. It is said, 
however, that retail merchants throughout the country 
have their stocks of building supplies pretty well cleaned 
up, having purchased sparingly during the past few 
months, and traveling salesmen are sending their 
houses satisfactory orders for spring. This also ap- 
plies to paint and oil houses. 

Recently, fairly large shipments of the heavier kinds 
of hardware have been reaching Fort William and Port 
Arthur by the lake and rail route, as usual in the few 
weeks, preceding the close of navigation on the lakes. 
It is said, however, that the aggregate of these ship- 


ments is not as large as in former seasons, owing to the 
uncertainty as to the outlook for next spring and sum- 
mer. The amount of construction work in these prov- 
inees next year will depend on the war situation and 
its effect on financial conditions. It is confidently ex- 
pected, though, that there will be practically a normal 
call for general lines of hardware, since the farming 
communities are prosperous, and their prospects for 
next year better than ever on account of. the increase 
in acreage prepared this fall and the probabilities of 
continued high prices for grain and other farm 
produce. 


At the present there is a fairly active trade at whole- 
sale in various winter goods, including sporting sup- 
plies, Christmas novelties, cutlery, electrical apparatus, 
etc. There is still considerable demand for stoves and 
heaters, although the bulk of this business is over as 
far as the wholesale merchants are concerned. Not- 
withstanding the financial stringency of the times, there 
is a considerable trade in such luxuries as automobile 
accessories. 





Window Display Made in Japan 


SCAN products are finding their way not 
only into the countries south of us, but they 

are also finding favor among the Asiatic people. 
The window display which we illustrate, if one 

did not notice the costumes of the men who are 











A window display made in Tokio, Japan 


shown on the left, might be supposed to have been 
made in some American or European city. As a 
matter of fact, the picture shows a street scene in 
Tokio, Japan. 

Perhaps it is only natural that the Japanese, 
with their eagerness to present a fine appearance, 
should be quick to see the merits of Jap-a-Lac. It 


is carried in stock by all the better class stores in 
Japan. 

The picture shows a window in St. Luke’s Hos- 
pital Supply Depot, Tokio, an institution that is 
managed by J. A. Fenner. The attractiveness of 
Mr. Fenner’s display at once suggests enterprise, 
and shows very plainly that he must find Jap-a-Lac 
to be a popular commodity in Tokio. Carrying coals 
to Newcastle is generally supposed to be a profitless 
undertaking; but taking Jap-a-Lac to the Japanese 
is evidently a venture that is not without pecuniary 
rewards. 


THE C. C. Fouts CoMPpANy, Middletown, Ohio, has 
been incorporated. The company manufactures tanks, 
silos, garages, and other metal specialties, and will 
take over, enlarge and operate the plant of the C. C. 
Fouts Tank & Silo Company, in conjunction with 
its own. 


THE BEAN SPRAY PuMP COMPANY, Berea, Ohio, is 
moving to Lansing, Mich. The company has secured 
a site on which it will erect two buildings, one 60 x 120 
feet, the other 30 x 120 feet, each one story high, 
operated by electric power. The company expects to 
occupy its new quarters about December 15. 


THE VACUUM FREEZERS, LTpD., Toronto, Canada, has 
been incorporated by W. H. Harding, H. J. Clarke and 
C. S. Lansdell, for the purpose of making vacuum ice 
cream freezers and similar goods. Capital, $50,000. 
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“PEERLESS” 


Storm Sash 
Hangers and 
Fasteners 




























Seasonable Hardware 
MAKES 


Reasonable Profits 


With the approach of winter many house owners will be putting up 
Storm Sash. They will be interested in the necessary hardware and will 
quickly understand the superiority of “Peerless” Hangers and Fasteners. 
Once i in place on these Hangers, the window can be taken down or put up 
in a moment’s time without the use of ladder or tools. The fasteners 
hold the window firmly either open for ventilation, or shut to keep out 
a wintry storm. Our 1719. fasteners are made both in 5-inch and 
10-inch lengths, 5-inch for windows four feet high and smaller: 

10-inch for windows over four feet. 

“Peerless” Hangers and Fasteners are correctly designed, 
made of the best wrought steel, and easily applied. They are 
neatly finished in Japan or. “Stanley” Sherardized, the 
finish that prevents rust. 


Order Stanley Number 1717 
Hangers and 1719 Fasteners 


and be prepared to take care of 
your customers’ wants with the 
best line you can buy. 


See page 33, also 
front cover. 


The Stanley Works 
NEW BRITAIN, CONN. 


New York : : Chicago 


CANADIAN REPRESENTATIVE 
A. MACFARLANE & CO., Montreal 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New Soda Fountain Ap- 
pliances 


The Clipper Fountain Supply Com- 
pany, Troy, N. Y., has lately intro- 
duced four new soda fountain appli- 

















From top to bottom: a er lime squeezer, 
er ice shredder, ipper cup disher 
o. 4 and Clipper cone disher No. 5 


ances, which are the Clipper cup 
disher No. 4, the Clipper cone disher 
No. 5, the Clipper ice shredder and 
the Clipper lime squeezer. The com- 
pany states that the Clipper cup and 
cone dishers are designed to fit the 
hand, and that they are operated 
by a natural muscular movement. 
The long handles which are fitted to 
these cup and cone dishers are stated 
to make it easy to use them in deep 
ice cream cans. The handles are 
forced on square shanks, and they 
operate by a slight pressure of the 
thumb. The working parts of both 
the cup and cone dishers are located 
where they will not come into con- 
tact with the ice cream. The cups 
and scrapers of these dishers are 
made from non-corrosive German sil- 
ver, and they are heavily nickeled. 
They both have bronze handles. 
The Clipper ice shredder shaves ice 
coarse or fine, and the company states 
that it is especially desirable for use 
in the preparation of oysters, vege- 
tables, etc. The ice shredder is 
stated by the company to be ex- 
ceptionally strong. It has a nickel- 
plated cup and a rosewood finished 
handle. The company states that the 
handle of the ice shredder is made 
of the finest steel, and that it may 
be readily adjusted to obtain fine or 
coarse ice. In the construction of this 
ice shredder there are no holes or 
depressions to catch or retain dirt. 
The Clipper lime squeezer is stated 
to be strongly made of cast alum- 
inum. The company claims that it 
is finely finished. This squeezer has 
clean cut jaws, a sanitary spring and 
a removable steel bolt. A crown seal 
opener is located on the handle. 


Safety Christmas Tree 
Holder 


The National Enameling & Stamp- 
ing Company, Milwaukee, Wis., has 
recently brought out the “Nesco” 
safety Christmas tree holder. The 
company states that with this Christ- 
mas tree holder there is no danger 
from fire, as it holds the tree firmly in 
place. The “Nesco” holder consists 
of a strong, seamless steel water pan, 
which is japanned in green to har- 
monize with the color of the Christmas 
tree. It has three long, tapered 
braces, that extend from the rim of 
the pan to the trunk of the tree. 
These braces have holes in the ends, 
which allow them to be fastened to 
the tree by means of nails or screw 
eyes. 

The pan may be filled either with 
water or wet sand. This gives the 
holder weight to hold the tree upright, 
and at the same time the moisture 
serves to keep the tree fresh and 
green. 

The “Nesco” holders are made in 
two sizes. Size No. 14 measures 
147/16 inches in diameter and 3% 
inches in depth. This size retails for 
75 cents. The No. 16 Christmas tree 
holder measures 167/16 inches in 
diameter and 4 inches in depth. The 
No. 16 retails for $1. Each of these 

















“Nesco” Christmas tree holder 


holders is packed in a corrugated 
board carton. They can be shipped 
by mail, express or freight without 
further protection. 


November Number of 
“Doorways” 


The November number of Door- 
ways, which is published by the Rich- 
ards-Wilcox Mfg. Company, Aurora, 
Ill., contains an interesting article en- 
titled, “Elastic Dollars Lose Their 
Leverage.” Another feature of this 
number is a short history of the 
Henry Mohr Hardware Company, Se- 
attle, Wash. This article is illus- 
trated with an attractive view of the 
interior of the hardware store. 
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Delta Electric Table Lamp 


The Delta Electric Company, 
Marion, Ind., has recently announced 
a new electric table lamp, which 
operates on dry batteries. The com- 

















Delta electric table lamp 


pany states that this lamp is ex- 
ceptionally cheap to operate, owing 
to the fact that it will burn from 200 
to 300 hours upon one set of -bat- 
teries. It is further stated by the 
Delta Electric Company that its engi- 
neers, who designed the Delta electric 
hand lamp, have embodied many of the 
features of this latter product in the 
construction of the Delta electric 
table lamp. 

This new electric table lamp con- 
sists of a standard which is attached 
to a wide, decorated base. Through 
the base and standard the silk cord 
containing the wire is run down to 
the battery box, which holds four dry 
cells. The company states that the 
rays of light given out by the Delta 
table lamp are exceptionally strong, 
and that this lamp may be used to 
illuminate any ordinary room. A 
swivel joint makes it possible to turn 
the reflector in any direction, and the 
light may also be moved up and down 
on the standard by means of a 
movable bar, at the end of which the 
reflector is placed. 


THE VEGA SEPARATOR COMPANY, 
Fostoria, Ohio, has been formed with 
a capital stock of $25,000 to engage 
in the importation and distribution 
of cream separators made in Sweden. 
Among the incorporators are Alonzo 
E. Emerine, B. R. Yates and J. W. 
Lockhart. 


THE SIMPLEX MFG. COMPANY, 
Suffolk, Va., has been incorporated to 
manufacture and sell agricultural 
implements. The capital stock is 
$15,000. The officers are: President, 
W. I. Joyner; secretary, E. W. Jor- 
dans; treasurer, J. H. Corbett. 
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Representative 
Stores 
These live hardware 
dealers say that their busi- 


ness is greatly helped by 
handling 


R - W 


PRODUCTS 


Why not get in line and be 
prepared for that prosperity 
which is coming by stocking 
up on R-W Door Hangers, 
Grindstones and Hardware 
Specialties. 

If you don’t know us, get 
acquainted. 


ichards- Wilco 


AURORAILLUSA. 


A hanger for any door that slides. 
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Bishop No. 27 Pruning Saw 


Geo. H. Bishop & Co., Lawrence- 
burg, Ind., have recently placed on 
the market the No. 27 pruning saw, 
which is shown in the accompanying 
illustration. The company states that 
the fine point of this saw permits it to 
enter between the close branches of 
trees, and that the graduated teeth 
assure easy, smooth cutting, eliminat- 
ing friction and binding in the cut, 
which is caused by the moisture of 
the tree or bush. The company fur- 
ther states that this tool is made 
rigid enough to prevent it from 
buckling. 


Millers Falls Breast Drill 
) No, 112 


The Millers Falls Company, Mill- 
ers Falls, Mass., has introduced the 
Millers Falls breast drill, No. 112, 
which the company states is a breast 
drill reduced to its simplest form, the 
object being to produce this tool af 
a low cost. 

The company states that this 
breast drill is handsomely finished. 
[It has a malleable iron frame which 
is japanned black. The outside of 
the large gear is painted gray, with 
a red stripe, and the inside of this 
gear and the under side of the breast 

















Millers Falls breast drill No. 112 


plate are painted red. The crank 
is oxidized black, and the chuck is 
polished. The breast plate is ad- 
justable to different positions and it 
is also removable. The gears are cut, 
the small one being made of steel. 
The gear ratio is 2% to 1, and the 
diameter of the large gear is 4 inches. 
The thrust bearing is upon a 
hardened steel washer. The chuck is 
of the Barber improved type, with 
alligator jaws, made from forged bit- 
jaw steel. The jaws will hold the bit 
stock and .many sizes of round 
shanks. The company states that, at 
a slightly higher cost, octagon shells 
are supplied in place of the regular 
Barber shells, and extra jaws for 
small sizes of round shanks are also 
supplied at a low figure. The 
Millers Falls breast drill No. 112 
weighs 4 pounds, and it measures 15 
inches in length. These drills are 
packed one in a pasteboard box. 


Steel 
Shear 


The Peerless Tool Company, Chi- 
cago, Ill., has lately placed on the 
market a new steel squaring shar, 
which is known as its No. 8, 97-inch. 
The shear is; made entirely of steel and 
ig equipped with steel gauges and ex- 
pansion steel treadles. 

The treadles consist of a very sim- 
ple arraugement, and are built so that 
the pressure, no matter where ap- 


Peerless Squaring 


Hardware Age 

















No. 27 pruning saw, manufactured by Geo. H. Bishop & Co., Lawrenceburg, Ind. 


plied, is equally and automatically dis- 
tributed, allowing no breaking or 
twisting. Front, back, bevel and side 
gauges are furnished with the ma- 

















New steel squaring shear made by the 
Peerless Tool Company 


chine. This shear is guaranteed to 
cut No. 18 gauge soft steel and lighter. 
The cutting edges of this machine are. 
slightly longer than the sizes given, 
in order to allow the cutting of sheets 
at a slight angle. The steel hold-down 
works automatically with a top cutting 
bar. The shipping weight of this 
shear is 2000 pounds. 


Specialties -for Christmas 


Trade 


The Shapleigh Hardware Company, 
St. Louis, Mo., is packing a number 
of its “Diamond Edge” specialties in 
attractive holly and poinsettia paper 
boxes for the Christmas trade. The 
company states that the special pack- 
ages will serve to beautify a hardware 
dealer’s window, and it is also stated 

















“Diamond Edge’ hammer, packed in at- 
‘tractive Christmas box 


that these hardware specialties make 
sensible Christmas presents. 

The boxes are fitted with a special 
cardboard center, which is cut out to 
fit the article it contains. These boxes 
are not sold separately. The company 
states that only a few of its specialties 
are being put up as Christmas gifts, 
these being the “Diamond Edge” ham- 
mers, braces, hand saws, pliers and 


bits. | 


THE Icy-Hot BOTTLE COMPANY, 
Cincinnati, Ohio, has recently received 
orders from London, England, for a 
total of 7,500 Icy-Hot bottles. Con- 
siderable more business from the same 
source is under negotiation. 


Clayton & Lambert Gasoline 
Torches 


The Clayton & Lambert Mfg. 
Company, Detroit, Mich., has recently 
added to its line a quart size gasoline 
torch, which is styled No. 104. The 
burner of this torch is made of a 
special generator metal, which the 
company states will hold the heat un- 
usually long. This feature is stated 
to make the combustion of the fuel 
more perfect and complete. It is also 
stated that this torch will produce a 
steady pure blue flame of intense 
heat. Another claim made for this 
gasoline torch is that of economy, 

















Clayton & Lambert No. 104 gasoline torch 


the company stating that it consumes 
a very small amount of fuel. 

The tank of the Clayton & Lam- 
bert No. 104 torch is made of heavy, 
seamless, drawn brass, which is 
strongly reinforced on the inside. 
The bottom of this torch is funnel 
shaped, and it is fitted with a non- 
leaking inner plug, made with leather 
imbedded in metal. A patented au- 
tomatic brass top, with a double 
spring automatic check valve is fitted 
to the tank, for supplying the re- 
quired air pressure. A hook and sup- 
port on the burner are included for 
holding a soldering copper. 

The No. 103 Clayton &. Lambert 
gasoline torch is similar in construc- 
tion to the No. 104, except that it 
has a plain burner tube. 


Plymouth Products 


The November number of Plymouth 
Products, the house organ of the 
Plymouth Cordage Company, North 
Plymouth, Mass., announces that be- 
ginning with the next issue this maga- 
zine will cover, in addition to its regu- 
lar departments and feature articles, 
the notes of interest to the retail 


-trade, which have been. heretofore 


publishéd. in the Plymouth Dealers’ 
Bulletin, a supplementary publication 


_ to Plymouth Products. 
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THE BOY'S DREAM AT LAST 


Flas the appearance of a Real Motorcycle, but without the “ pop.” 


Enameled, Motorcycle Crimson Red and Ivory Gray. Two-inch Drop Frame makes 
it possible for the boy to ride a full size man’s wheel. 


Handle Bar, Pedals, Seat, Frame and Stand resemble the Motorcycle in every detail 


possible. Strictly high-grade material and equipment. 


The Bimocycle is the latest creation in the bicycle line. 
SEND FOR OUR BICYCLE CATAT.OG. 
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OF MAKING A CHIMNEY 


STACK BASE 


By A. F. MUELLER 
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FIG. 1. 








Pattern for making a chimney stack base 


chimney stack base by using only a carpen- 

ter’s square and a scratch awl. The hights 

of these bases are not particular and they are made 
so that the iron at hand will cut without any waste. 
Lay a sheet of iron on the bench and square one 
end of it, the dotted line a-b in Fig. 2 representing 
the end of the sheet and the line c-d the line drawn 
to square the sheet. Parallel with c-d set off the 
seaming allowance which is one-half of the material 
that the grooved seam will require and shown by the 
line e-f. From the near edge of the sheet set off the 
material (including lower flange or wiring ma- 
terial) that will go over the chimney, as I, and from 
g set off half of the length of the wide side of the 


N METHOD is here presented of laying out a 


chimney, as i. On the far edge of the sheet set off 
material approximately two inches wide and make 
this line equal to one-fourth of the circumference of 
the round connecting pipe, as h-j. With the blade of 
the square touching j and a point on the tongue, 
representing half of the length of the narrow side 
of the chimney, coinciding with i, draw a line around 
the square, as j-k-i. Add grooving allowances to j-k 
and draw this line to extend across the sheet, as v-u. 
From i draw a line at right angles to k-i and com- 
plete II which is a dupilcate of I excepting in length. 
To I add a riveting lap which is not particular and 
can be cut by guess when the rivets are drawn. If 
the holes are to be punched in the flat the method 
of locating them is shown in a larger detail in Fig. 
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| The past twenty years have witnessed daily demonstrations of 
the superiority of Warren Fixtures. 


Designed exclusively for the retail hardware trade, by men who have spent 
years in the hardware business, they are distinctly in a class by themselves. 


The Warren System of Hardware Store Equipment varies only in the matter 
of units most applicable to your needs—materials and workmanship are invari- 
ably only those which will bring absolute satisfaction to the purchaser. 


The inflexible policy of the manufacturers of this deservingly famous line of 
store fixtures is to sell only that which will successfully bear the most rigid 


inspection—successfully stand the hardest usage. 


It is a great pleasure for the Warren people of Chicago to know that whether 
| it be a small equipment or one of the greatest magnitude they can supply the 


requirements and that the customer is assured of— 


Correct Designing . Best of Materials 
Incomparable Workmanship 


and as prompt and efficient service as can be desired. 


Catalogues Nos. 65 and 212. 


J. D. Warren Manufacturing Co. 


Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, N. Y. 
Warren Fixtures are manufactured in the largest and finest equipped plant of its kind in the world. 
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5... Add, in this figure, the material for the riveting 
lap and through the center lengthways draw a line. 
Parallel with i-r draw a line p-q a distance away 
equal to s. With i as center describe a number of 
radii and where they cross the center line of the 
lap and the line p-q will be the centers of the holes. 
The lower end of the lap is notched as shown so that 
it can be bent at right angles and will also not inter- 
fere with the material used to strengthen the lower 
edge of the base. . 

When the base is finished as in sections D, E and 
F the grooved seaming allowance is notched as in 
Fig. 6. Draw lines from i to h and j and prick 
mark these three points which will complete the 
quarter pattern for the base. | 

The end of the sheet (Fig. 3) will have a cut 
across it v’-u’ and the quarter pattern is now laid 
so that .the corresponding edge v-u will coincide 
with this edge and the shape is marked on the 
sheet, pricking the points i, j, h. On the c-d edge 
of the pattern only short lines are drawn, as at 1 
and 2, and from these two lines a distance is meas- 
ured back equal to the material in the grooved 
seam or twice the distance c-e, for the net line of 
the pattern is midway between these short lines. 
Place the line c-d of the quarter pattern to coincide 
with 3-4 and mark around it, pricking the points 
i’ and j’. Drawing lines from i to 6 and j and from 
i’ to 6’ and j’ will complete the pattern for the half 
base. 

The end of the sheet (Fig. 4, shown turned over) 
now has a diagonal cut, v’”’-u’’”, and using this edge 
to start with duplicate the pattern in Fig. 2 in the 
same way as was explained above for Fig. 5 and 
the rest of the sheet will then have a square end 
on the line d’-c’ and there will be no waste ma- 
terial. 

Lay the lines that separate the flat from the 
curved surfaces, as i-h (i’-h), etc., on the edge of 
the bench plate and with a mallet slightly mark 
these lines. Place the quarter pieces on top of the 
half piece and then fold the edges of all three pieces. 
Form the curved parts on the mandril and groove 
the seams, a section on S-V being shown at A. 

Place the single beading rolls in the beader and 
set the gauge so that the machine will bead a dis- 
tance equal to g-f of Fig. 2 and turn a bead in the 
four sides of the base which will be the line that 
separates the rectangle to round from that part 
that goes over the chimney. Turn the riveting lap 
and bend and rivet the straight parts placing the 
lap either on the outside or on the inside as shown 
in Fig. 1. 

Make a gauge of sheet metal, similar to Fig. 8. 
and on the inside of the base mark the amount of 
material that is necessary to make either of the 
finishes shown at C, D, E or F and complete this 
end of the base. The piece t is a piece used to 
strengthen the point at the seam and is soldered. 
Usually the finish is like that shown at C.. Fig. 7 
shows the method of joining the ends of an angle 
iron finish in which the side having the lap must 
be made the thickness of the angle iron longer than 
the opposite side. 

See that the rectangular end is squared and then 
set the base on a level part of the shop floor and 
set on the small end a piece of the pipe that is to 
be a part of the stack and hold down this pipe by 
means of a weight, Fig. 1 showing the hollow man- 
dril used for this purpose. Mark around the base 
at the intersection of the pipe and after removing 
the weight and pipe, trim off the top to within an 
inch and a half of the mark. Slit the top, every 
1% inches, to the mark and bend the material so 
that it will be parallel with the pipe when it is 
again connected. Mallet the end on the mandril 
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so that the parts will be smooth and fit up to the 
pipe and so that the end is round or as circular as 
can be judged with the eye. 

Turn out a five-sixteenths of an inch edge on the 
pipe and see that the pipe is round on both ends, 
and then set it on the base replacing the weight. 
Line up the pipe from two sides, with a window, 
door-casing or any other vertical lines in the shop 
and tack the joint with solder. Remove the weight 
and rivet the joint by drawing the rivets and then 
dress the rest of the edge on the pipe against the 
base and skin the joint with solder, which will com- 
plete the base, to which as many lengths of pipe 
can be added as desired. _ 

A section of the joint between the pipe and base 
is shown at B. 


Sell North American Trade First 


A GREAT many people, lately, have pondered 
deeply on the possibilities of greatly in- 
creased trade with South America. Others, in- 
herently opposed to the business of pondering, 
have written hefty editorials about it. But it is 
a mistake to think that everybody has subscribed 
to this “Rah! Rah! South America” venture. In 
a hurried tour of these United States you may 
meet every once in a while some one who doesn’t 
believe we should transplant our salesmanic genius 
en masse to the fertile fields of South America. 

One of the best inscriptions on the subject that 
we have ever seen was called, “South America— 
The Garden of the Hesperides.” It was written by 
a farm hand in Oskaloosa, who knew all about gar- 
dens. What information he may have lacked con- 
cerning South America, due to a circumscribed 
Oskaloosan existence, was counterbalanced by a six- 
cylinder imagination and a facile, non-clogging 
Waterman. 

The first and only ode we ever perpetrated was 
a thing of beauty and would have been a joy for- 
ever to any South American. He would have been 
deeply moved to learn of his wonderful land and 
the crass negligence with which the stupid North 
American had overlooked him. He would have been 
fired with patriotism, filled with a mighty pride. 
noble resolves and other impedimenta. 

But the classic died aborning. It was not to be 
and therefore it wasn’t. In other words, if they be 
necessary, it was canned. 

What we need is more confidence in ourselves 
and our future, more business houses who will 
loosen their purse strings to the extent of buying 
all they need, when they need it, and who will pay 
for it promptly. Why pursue a_ will-o-the-wisp 
when we have plenty to do right here at home? 
Why flit here and there in pursuit of a phantom, 
when the intensive cultivation of home markets 
will produce desired results? Why not conserve 
our energies in a land where you don’t have to 
wait twelve months before you find out that you’re 
not going to get your money? 

From November Drill Chips. 


Harry G. SCHEULER, who for a number of years past 
has been in the offices of the Goodell-Pratt Company, 
Greenfield, Mass., is now representing that company on 
the road. Mr. Scheuler has just returned from a very 
successful trip, on which he covered fourteen states. 
He says the courtesy that the American hardware mer- 
chant shows the traveling man is exceptional. 


Strong language doesn’t betoken strong character.— 
Exchange. 
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Using a 
NICHOLSON Flat File 
on a “bracket.” 
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LL talk about files and fil- 
A ive must depend for 
mutual understanding 
between salesman and cus- 
tomer, upon a knowledge of 
the three distinguishing fea- 
tures of files: 
1%—Their length, which is 
always measured exclusive 
the tang. 
2d—Their kind or name, which 
has reference to shape and 
Style. 
3d—Their cut which has ref.- 
erence not only to the char- 
acter, but also to the relative 
degrees of coarseness of the 
teeth. 
"FILE FILOSOPHY * tells the 
whole story. 


Write for your copy today. 











A story that is as old 
as business 


OU may make more per sale on an unknown 

line of goods—but you won't make nearly 

as many sales. You can hand out a NICHOL- 
SON file where you would have to argue a cus- 
tomer into accepting some other brand—and you 
know there will be no "come back " on the guar- 
anteed NICHOLSON file. 


MOLS, 
Se % 
U.S.A. 


TRADE MARK 


The "NICHOLSON " name on a File means all 
that the "Sterling " mark does on Silverware. 


You can most easily sell NICHOLSON files be- 
cause they're accepted on faith—with confidence 
that they will give the best service in the future as 
they have in the past. 





Sold by leading jobbers everywhere 


Nicholson File Co., Providence, R. L 
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MOTOR ACCESSORIES 


‘Why We Added Motor Accessories 


President, 


N the cotton states there is a 
dull trade period between April 
and September. Crops move in the 
fall and winter and trade is good; 
money is borrowed in the spring, 
and then, too,.trade is good; but 
for fifteen years we have worked 
to equalize our business so that the 
cash. sales. might run about the 
same, month for month. We have 
never had any trouble in keeping 
our credit sales up, but when the 


- boll weevil entered this territory 


we felt that credit business was no 


- longer safe on a large scale, so we 
‘considered three or four 


lines 
which we might add, and finally we 


‘ opened a motor accessory depart- 
ment, which we decided on for the 


-' following reasons: 


' aecessories. 


The demand for motor accessor- 


ies covers a period when regular 


By CLAUDE R. HORNE, 


trade is dull. A man who can 
afford to own an automobile should 
be able to pay cash for his pur- 
chases. This line gives a larger 
percentage of profit than regular 
goods, and the stock can be turned 
over once in thirty days. 

We began in a very small way. 
We bought only goods for which a 
demand was already established. 
We knew that goods for which 


there was a demand would always 


be manufactured, and so we bought 
accordingly. First, a line of tires 
was selected. We bought a thirty 
day supply of Ford sizes; some 
other regular sizes, and a line of 
tire accessories and repairs. Later 
on we bought just a few of the odd 
sizes of tires, but if we found that 
any of these sizes would not sell 
readily, we returned them in ex- 


Carrollton Hardware & Implement Company, Carrollton, Miss. 


change for salable sizes. We keep 
fresh, late-date tires—no old stock 
—and this one feature helped our 
sales wonderfully. 

After we had laid the foundation 
of our motor accessory department 
by stocking tires, we added gaso- 
line and oils, and later on a street 
filling station. We went ahead 
slowly and bought only the best. 
Spark plugs, batteries, a line of 
polishes and paints, etc., were 
added later, and our stock was com- 
pleted by the addition of one hun- 
dred other articles which we were 
convinced would be ready sellers. 
It is needless to say that we might 
have added many other articles, 
but we confined ourselves to those 
for which we knew there would be 
an active demand. 

We made money. 





Building Up a Profitable 
Motor Accessory Field 


F . gomtred one year ago the Chand- 

ler & Barber Company, of 
Boston, Mass., began to stock motor 
At that time they felt 
that the accessory business was fast 
coming to the hardware store, 
which they considered was the 
natural outlet for accessories. One 
of the first things the company 


stocked was jacks. Having sold 
carriage jacks, it was a natural step 
to carry automobile jacks. Mr. 
Barber states that in the begin- 
ning his firm ordered several types 
of automobile jacks which they 
thought would sell readily, but it 
was quickly found that certain pat- 
terns of automobile jacks were 
much more in demand than others. 
The motorist friends of the firm 
also came to their assistance with 
many valuable suggestions  re- 


84 


garding the wants of customers. 

The stock of motor accessories 
carried by the Chandler & Barber 
Company today represents an in- 
vestment of about $1,000, and this 
stock is turned over about five times 
a year. The company state that 
one of the best sales mediums is 
their window display. They make a 
point of carrying some automobile 
supplies in the show window nearly 
all of the time. 

Another means of helping sales 


November 26, 1914 HARDWARE AGE 85. 















\ CY, - 
(, ee jee 
Fe fel : : a: 
4a": =i ae 
hres ee =] Tan, 
A 3 us= » 27h Re ha ir | 
Aue —. fos = —— a 
I | am A oO ad Wf 


HG Anti- 
mf Skid 
Rt The Magnet 


that draws profitable trade. 











ISPLAY WEED CHAINS IN YOUR WINDOWS 
| AND SALES ROOMS AND YOU DISPLAY ,; A). 
\_\ GOOD SOUND BUSINESS JUDGMENT AS WELL. ) (S&S 
a e You will attract all types of cars to your doors— fj 
g \ iN they all must use Weed Chains for safety’s sake. yy fj | 


=\\ Post mortems are never held over Weed UY ly 
Chains—they never make dead stock. Uy / 
Even when roads and pavements are vivo: 
dry the experienced motorist will 
buy—‘“In time of sunshine he prepares 
for rains, stops at his dealer’s and buys 


Weed Chains.’’ 






























/ 











Don’t forget. to order a stock of Weed 
Cross Chains, too. We will send you an 
attractive board on which you can dis- 
play our Cross Chains to the best advantage 
if you will but write for it. Now’s the 
time. Write for it now. 





















Weed Chain Tire Grip 
Company 
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Bridgeport, Connecticut 








Manufactured for Canada by 


DOMINION CHAIN COMPANY, Limited I 
Head Office: Shaughnessy Building, Montreal, Canada en 











Hardware Age 

















A corner of the motor accessory department in the hardware store of Chandler & Barber, Boston, Mass. 


is through standard catalogs print- 
ed by both New York and Boston 
houses. Any manufacturer of auto- 
mobile accessories will gladly sup- 
ply the names of an automobile 
catalog house which is efficient in 
its work. The catalog used by the 
Chandler & Barber Company is a 
very comprehensive one, containing 
80 pages of illustrations and de- 
scriptions of motor accessories. It 
is bound attractively, and the cover 
is printed in two colors. 


The main things sold by the 
Chandler & Barber Company are 
spark plugs, tire patches, tires, oils, 
greases clocks and mirrors. Speed- 
ometers are also frequently sold. 
One of the newest lines put in stock 
is a hand-operated horn. 


Mr. Barber urges making haste 
slowly in putting in a stock of 
automobile accessories. “It is bet- 
ter to get a sample lot of goods,” 
he says, “rather than put in any 
quantity of one line. Then as you 
see what fits your locality, stock up 
on that.” It has taken them nearly 
a year to find out just what acces- 
sories can be depended upon for a 
steady sale. 


Automobile accessories can be 
handled in a hardware store with- 
out much outlay of cash or room. 
The sale of accessories does not 
detract from the sale of any other 
line of goods. In fact, many cus- 
tomers coming in for automobile 
accessories become good customers 
for regular hardware. 

Asked if they would ever consider 
giving up the automobile accessory 
business, Mr. Barber gave a most 
emphatic “‘no,” his experience hav- 
ing been that motor accessories are 
too profitable a line to be overlooked 
or slighted. 


Automobile Ratchet 
Drill 


The Peck, Stow & Wilcox Com- 
pany, Southington, Conn., and 27 
Murray street, New York City, has 
recently placed on the market a 
new automobile ratchet drill, which 

















Automobile ratchet drill, made by the 
Peck, Stow & Wilcox Company 


is claimed to be a convenient tool 
for the motorist’s kit, enabling him 
to make minor repairs while on the 
road or in his own garage. 

The company has gone over its 
line of ratchet drills recently and 
has made extensions and improve- 
ments. In the “Pexto” line the 
ratchet is concealed. A simple me- 
chanical device protects the interior 
working parts from dust, grit or 
other foreign matter. The com- 
pany states that this same con- 
cealed feature also serves to give 
rigidity and true alignment to the 
entire tool. 

The levers and heads of “Pexto”’ 


ratchets are finished in gun barrel 
blue, the other parts of these drills 
are bright finished. 

“Pexto” ratchets will now take 
all drills with the exception of 
blacksmith’s drills. In addition, 
the holders of the No. 200 series 
will interchange with those of the 
No. 300 series. A customer can 
buy one set with an extra holder, 
and he may use either round taper 
shank or square taper shank drills. 
The operation of interchanging 
holders is said to be very simple, 
requiring only the removal of one 
set screw. 


Another Addition to 
“J-M” Line 


The H. W. Johns-Manville Com- 
pany, Madison avenue and Forty- 
first street, New York City, an- 
nounces that it has concluded 
arrangements with the National 
Rubber Company, 4409 Papin 
street, St. Louis, Mo., whereby the 
H. W. Johns-Manville Company 
will become the sole distributor of 
“Tirenew” and “Narco” products. 
The company states that hereafter 
these goods will be known as “J-M 
Tirenew” and “J-M Narco” prod- 
ucts. “J-M Tirenew” is a com- 
pound of Para rubber, in liquid 
form, for use as a tire coating. 
The company states that it adds 
greatly to the appearance of tires, 
and it is also claimed that this com- 
pound penetrates into the cuts and 
crevices and waterproofs the ex- 
posed fabric beneath, thus prevent- 
ing decay, due to moisture and oil, 
and adding to the life of the tire. 
The “J-M Narco” tire cut filler is 
a combination cement, cut filler and 
mastic. This substance fills the 
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Heres a Big Business 


Opportunity 


Never in the history of the motor 
car business has there been 
such a demand for a low-priced, 
reliable electric warning signal 
as there is right now. 


Countless accidents—many of 
them grim tragedies — have 
more than impressed upon the 
minds of motorists the absolute 
worthlessness of the old bulb 
horn and the buzzer type of 
electrical devices. 


Right in your own locality there 
exists a big demand for the 
Sparton Warning Signal. 


We have helped to increase this 
demand by our big national 
advertising campaign. 


By making Sparton Warning 
Signals superior in quality of 
tone and workmanship. 


By manufacturing in such large 
quantities that we can sell 
them at a price practically half 


that of any other reputable © 


warning signal. 


Seventy-five per cent. of motor 
cars sold equipped with an up- 
to-date warning signal are 
Sparton equipped. 


This is in itself a glowing tribute 
to the quality and character of 


the Sparton. 


There are thousands and thou- 
sands of motor cars that will be 
compelled to equip with an 
efficient and unfailing warning 


signal. 


Each and every one of these car 
owners will buy the signal that 
offers che most for the money, 
and the Sparton is that one. 


Can’t you see the wonderful pos- 


sibilities the Sparton offers the . 


wide-awake business man? 


We are now offering special in- 
ducements to dealers to handle 
Sparton Warning Signals. 


We know that it will be of in- 
terest to you. 


Send today, for our dealers’ 


proposition. 


The Sparks-Withington Company 


Jackson, Michigan 


IAAI 


a 























LD — Oc 





J 
CORTINA 








QUA 











HUA 














cuts and holes in a tire and joins 
the loosened tread to the casing. It 
sets over night and it is said to be 
non-shrinking. The tire cut filler 
is sold in handy collapsible tubes. 

To restore and preserve auto- 
mobile tops there is a_ special 
“Narco” product called the “J-M 
Narco” rubber reviver and refin- 
isher. In addition to the forego- 
ing, the “J-M Narco” line also in- 
cludes patching and _ vulcanizing 
cements and special cementless 
patches. For the convenience of 
car owners who use small vul- 
canizers, four vulcanizing outfits 
are regularly sold, each containing 
enough material for several re- 
pairs. 

Another handy outfit is the “J-M 
Narco” Ford repair outfit, which 
contains repairs for tire troubles 
which might occur on the road, and 
also several preventatives. This 
outfit is compact and may be car- 
ried in the tool kit. 


Allen Blue Book Cover 


The Allen Auto Specialty Com- 
pany, 1926 Broadway, New York 
City, is introducing an attractive 





Root Seoring Device 


The C. J. Root Company, Bristol, 
Conn., mariufacturers of automatic 
counters, recently designed a scor- 
ing device which was tried out at 
the 500-mile automobile race held 
at the Indianapolis speedway last 

















Root scoring device 


May. This device has 30 counters. 
On the operating lever of each 
counter is attached a metal plate 
carrying a number. This number 
represents one of the entrants. To 
complete the race, each car must 
make 200 laps, and each lap around 
the track measures 2% miles. In 
view of the fact that there were 
thirty cars in the last race and 
that at the first of the race they all 


J crossed the tape very close to- 





“Allen” Blue Book case in use 


and convenient cover for the “Auto- 
mobile Blue Book.” This cover 
serves to preserve the Blue Book, 
which contains many valuable road 
maps. 

It keeps the book clean and ready 
for service at all times and is es- 





“Allen” Blue Book cover 


pecially valuable when the book is 
in use on the road, protecting it 
from the weather. It is made of the 
. finest quality of black enamel duck. 
The Allen Blue Book cover retails 
for 50 cents. 





gether, the scoring was a very diffi- 
cult proposition. 

Formerly scoring was done by 
hand. The company states, how- 
ever, that this new device is more 
rapid and that its results are just 
as accurate as the hand method. 
At any time during the entire race 
the position of any particular car 
is evident at a glance, since the 
total number of laps completed by 
that car may be seen on the dial. 


“No-Leak-O” Piston 
Ring's 


The Automobile Accessories Com- 
pany, 816 West North avenue, Bal- 
timore, Md., is manufacturing the 
“No-Leak-O” piston rings for gas 
or gasoline engines, steam engines, 
air compressors, pumps, etc. These 
piston rings are made concentric, 
in combination with the “step-lap” 
joint. Two “V” shaped grooves 
are cut around the face of the ring, 
passing through the center of the 
extended ends, and forming the lap, 
thus leaving the lap-joint intact. 
The grooves in the ring soon fill 





“No-Leak-O” piston ring 
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with oil, which gives perfect lubri- 
cation between the piston ring and 
the cylinder wall, and the volume 
of oil acts as a packing or seal, pre- 
venting the escape of gas and also 
preventing the oil from flooding the 
cylinder head. These grooves will 
also collect any particles of dust and 
grit, keeping the cylinder walls 
from being scored. 


New Valve Spring Lifter 


H. D. Smith & Co., Plantsville, 
Conn., have recently placed on the 
market the “Perfect Handle” valve 
spring lifter, No. 650, which is 
stated to be the company’s newest 
tool. This device is intended for 
use in compressing the valve 
springs of motor car engines and 
other gasoline engines as well. 
With this tool it is possible to com- 
press a valve spring sufficiently to 
permit the easy removing and re- 
placing of the valve. 

The illustration at the top of the 
cut shows the valve spring lifter, 
the lever of which is drop-forged. 




















Upper view shows the “Perfect Han- 
dle” valve spring lifter; lower view 
shows the valve spring lifter in use 


This tool has also the waterproofed 
“Perfect Handle,” which the com- 
pany states is unbreakable. The 
bottom part of the cut shows how 
this valve spring lifter operates. 
The safety chain with which this 
tool is equipped allows of quick ad- 
justment to any depth, while the 
prong of the lever admits any valve 
stem. 

These tools are packed one-sixth 
of a dozen to a box and six dozen in 
acase. They are priced at $14 per 
dozen. 
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In Demand 
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The above illustration is a PHOTO- 
GRAPHIC repreduction of the “HANDY-MAN” COM- 
BINATION TOOL KIT—a radical departure in -high- 
a tool og eet the pends ments’ object of 


Made in Bridgeport hich is oy AL TOOL E CIEN and 
PRACTICAL UTILITY = the SMALLEST space pos- 


sible (size 6 by 5 by 

The Beers Lantern is in demand because it is the most con- This Kit consists” of fifteen splendid, proper! 
venient, practical, durable, economical dry battery lantern on tempered and USEFUL tools in combination wit 
the market, strongly made of solid brass or pressed steel, an NTERCHANGEABLE HANDLE! 
oiaees with brilliant Mazda bulb. Indispensable to the Automobilist, the Householder, the Farmer, 

An ordinary No. 6 dry battery operates it for fifty houre. the Mechanic, the Layman—EVERYONE! For use in the Home— 

Users get from six months to one year’s service from one bat- the Office—the Factory—the Shop—EVERYWHERE! -: 
tery at a cost of 25c. Instantly appeals to housekeepers, auto- SELLS ITSELF INSTANTLY ON PRESENTATION! No “talk- 


up’’ or loss of time necessary—JUST SHOW this Kit and your 
sale is made! 


mobilists, farmers, sportsmen, yachtsmen, watchmen, delivery 
} Retail price only $3.50 complete, encased in an br gy 


men and others 


JOBBERS AND DEALERS drawn-steel box. Attractive Advertisi Literature, Displa — 
Your profits are liberal and big sales are quickly made. and our convincing pamphlets ‘“THE E ST TORY OF THE BIGG 
Write at once for liberal discounts. Jobbers can have large LITTLE TOOLS ON EARTH” furnished all dealers 
orders furnished under own trade mark or brand. Write today. a. price. $33.00 per dozen, F.O.B. Factory a yo oe 
nn. fices 


dress all correspondence and orders to our Home 
in Washington, D. C. 


THE BEERS SALES COMPANY AMERICAN NOVELTY COMPANY 


Street - - BRIDGEPORT, CONN. SOLE MANUFACTURERS 
acgterg mythoger Maryland Bldg. Washington, D. C. 
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Stock the GENUINE! : 


the DELTA Hand Lamp! No. 08 \ 








be genuine—and to bring repeat orders—must be a 

It is every merchant's policy to sell successful pice only. 
The electrical principles that are responsible for > hy DELTA’S 
success are cto only in the DELTA. Patents were issued 


NETT! ELECTRIC 


Lamp of 1000 Uses! 


Another thing—the DELTA is 
Nationally Advertised. It is 
the biggest money -maker 
among lights which dealers 
have. It burns over 40 
hours continuously if desired. 
Takes place of undesirable 
lanterns, candles, ordinary 
flashlights. Absolutely safe. 
Bought by thousands o 


ehihtean ee Autoe« 
mobilists, = rine 
Tleeteicinms, tore-« 
keepers, Plumbers, 
Miners, Garage Men, 
Railroad Men, Fire- 

men, Watchmen, In- 
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spectors, etc., etc., etc. No ‘ 215 
ee —_ ae —_, case, — ; 
ngsten bu m rou a 
polished ne, handie and bail. ‘ Laven Fiashlighte and Batteries, — ee 
t price 2.00 Get special - 
Dealer offer, Stock quickly and get the _ any. combinats Cnn oF peitieive .eOtntiom, “we 
business! At your jobber’s or shipped | Write or wire today. 


direct from factory. Write to-day! 


Four Big Winners ANGLO-AMERICAN CO. 


New Delta Bicycle Light, Auto Tail 
Light, Buggy Combination Head, Side, PITTSBURGH, U. S. A. 
Tail Light and Delta Electric Table 


814 Sinaia High Lamp. Investigate. 


DELTA ELECTRIC COMPANY, Marion, Ind. 


Manufacturers of Meritorious Electric Specialties 
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NOTES OF THE RETAIL HARDWARE TRADE 


CALGARY, ALBERTa.—Charles E. Fawcett has started in the 
hardware business. ?, 

EDMONTON, ALBERTA.—C. R. Anderson, who formerly con- 
ducted a hardware store here, has discontinued business. 

“EDMONTON, ALBERTA.—The hardware store of Samuel J. 
McClean has been so!d to G. N. McKinley. 

EDMONTON, ALBERTA.—The firm of: Wilson & Co. has been 
dissolved, W. V. Stevenson continuing the business. 

KAMLOOPS, BRITISH COLUMBIA.—Marlatt & McKenzie are 
now established in their new store, which has been equipped 
with modern and up-to-date fixtures. 

HAVELOCK, ONTARIO.—A. Peeling has succeeded Richards 
& Son in business here. Mr. Peeling was at one time in part- 
nership with Mr. Richards. 

COLGATE, SASKATCHEWAN.—Charles J. McKay has sold out 
to Mundy & Fox. 

MELFORT, SASKATCHEWAN.—J. H. Millard, formerly of Cy- 
ng River, Manitoba, has purchased the Crawford & Doug- 

s hardware store. A branch of this business located at Star 
City, Saskatchewan, is also included in the sale. 

West PALM BEgacH, FLA.—The McGinley Bros. Company, 
which carried a complete line of hardware, has moved into 
new quarters. The company states that it will utilize the 
increased space for an additional stock of hardware, builders’ 
supplies, implements and housefurnishings. Catalogs re- 

vested on soline and oil stoves, woodenware, glassware, 

hina and plows. 

CHEBANSE, ILL.—Thomas Devine is the new owner of the 
implement stock and business of Charles M. Eyerley. Cata- 
logs pertaining to wagons and buggies requested. 

GRAND Riv Ia.—H. A. Ellis has established himself as 
successor to Homer Griffin, who handled a line of implements. 

Wesster City, la.—A. F. Schrader has taken possession of 
the stock, consisting of hardware, implements and harness, 
formerly, owned by W. W. Frakes. atalogs on the above 
requested. 

.. WELDON, IA.—T. J. Williams has been succeeded by E. C. 
- Lamoree, who requests catalogs on automobile accessories, 

baseball goods, bathroom fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, cream separators, crockery and glass- 
. ware, cutlery, dairy supplies, dog collars, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ ‘tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, ete goods, tin shop, toys and games, wagons 
and buggies, washing machines. 

Baxter Sprincs, Kan.—The W. T. Gregory store, which 
earried a stock of automobile accessories, buggy whips, cream 
separators, dynamite, lubricating oils, galvanized and tin 
sheets, mechanics’ tools, ultry supplies, preres roofing, 
pumps, wagons and buggies, has been sold to Jacquette & 
Gilman. Catalogs requested. 

MARQUETTE, Kan.—Collier & Nordstrom is the title of a 
concern which recently engaged in business here, to deal in 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
wagons and buggies, washing machines. 

FREMONT, Micu.—G. E. Hain Company, for many years 
dealing in hardware and related lines, will shortly add a line 
of furniture to its stock. 

Peck, Micu.—John W. McLeod will open for business about 
December 1. His stock will comprise the wee sg 3 items: 
Automobile accessories, baseball goods, bicycles, builders’ 
hardware, building paper, children’s vehicles, churns, crock- 
ery and glassware, cutlery, dairy supplies, ay | collars, dyna- 
mite, fishing tackle, hammocks and tents, heating stoves, 
heavy» hardware, home barbers’ supplies, kitchen housefur- 
nishings, lincleum, lubricating oils, mechanics’ tools, oil cloth 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing pumps, ranges and cook stoves, shelf hardware, sil- 
verware, sporting goods, wagons and buggies, washing ma- 
chines, and in addition to the above, a line of furnaces, eave 
troughs, lightning rods and plumbers’ goods will also be 
carried, on which catalogs are requested. 

KENYON, Mtnn.—Petersdorf & O’Reilly have_ recently 
started in business, carrying a stock consisting of bathroom 
fixtures, belting and packing, buggy whips, building paper, 
churns, cream separators, cutlery, dairy supplies, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy farm 
implements, heavy hardware, home barbers’. supplies, lubri- 
cating oils, mechanics’ tools, paints. oils. varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, sewing m°- 
chines, shelf hardware, wagons and buggies, washing ma- 
chines. Catalogs on implements requested. 

New Utu, Mtnn.—Ochs & Baer, who have been conduct- 
ing a hardware and tin business for the past seventeen years, 
has been dissolved by mutual consent. Mr. Ochs’ interest 
has been purchased by his partner, Edward W. Baer. Mr. 
Baer will continue the business under his own name. 

Prerz,. Minn.—Faust & Welke, under the title of the Pierz 
Mercantile Company, has opened a hardware store, carrying 
the following: Baseball goods, buggy whins, crockery and 
, glassware, d collars, fishing tackle, galvanized and tin 
sheets, heavy-hardware, kitchen housefurnishings, lime and 
cement, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, ranges and cook stoves. shelf hardware, tin 
shop, toys and games, and washing machines. 


f 


WInona, MINN.—Roger Dietz has become the owner of a 
hardware store here. e name of the new concern will. be 
the Dietz Hardware Company, and the company -will handle 
a stock of baseball ¥ bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
cream separators, crockery and glassware, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, harness, heavy farm implements, kitchen 
cabinets, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
res roofing, ranges and cook stoves, refrigerators, shelf 
+ sar tag silverware, sporting goods, tin shop, washing 

achines. 


CLARENCE, Mo.—The Lewis & McCarty store has changed 
hands. After the stock has been invoiced Baker Brothers. 
the new owners, will take possession. 


GALLATIN, Mo.—Mann & Musselman have disposed of their 
stock, comprising buggy whips, churns, cutlery, pumps, heayy 
hardware, heating stoves, ragrang machines and cutlery to 
= a Scott, who will carry on the business under his own 


MARSHALL, Mo.—The hardware store of O. W. Johnston is 
now undergoing extensive repairs, and many improvements 
have been made, including the installation of plate glass 
windows. A complete stock of automobile accessories, sport- 
ing goods, hardware and implements is included in his line. 
on which catalogs are requested. 


WyYNnoTt, Nes.—A. Luken has taken over the O. M. Kone 
stock, to which furnaces, pumps, pipe fittings and tinshop 
have recently been added. 

PATERSON, N. J.—H. W. Mills & Co., 31 Fair street, cue 


both a wholesale and retail business, have arranged to buil 
: + aaa addition to their plant, which will cost about 








SoutH RIver, N. J.—A. W. Bissett has established himself 
in business here, handling automobile accessories, buggy 
whips, builders’ hardware, crockery and glassware, cutlery, 
dog collars, electrical household specialties, fishing tackle 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultrv supplies, prepared roofing, shelf hardware, 
washing machines. 


BROOKLYN, N. Y.—The partnership of Davidson & Borshaw 
has been dissolved, Mr. Borshaw having withdrawn. The 
business will be continued in the name of Morris I. Davidson. 


EpInBurG, N. D.—A deal has been closed whereby Benja- 
min Shuley becomes the owner of the N. E. Syversend hard- 
ware store and stock. After an inventory has been made the 
new proprietor will take charge. 


TAYLOR, N. D.—The new building recently erected by the 
Taylor Hardware Company, is now occupied by the concern 
which carries a complete stock of hardware. 

BEacH City, On10o.—J. L. Cope will continue the hardware 
business established by Michael Haas about 35 years ago. 

BOWLING GREEN, OnI0.—C. D. and A. C. Campbell have 
acquired title to the business of Goit & Son of this city. The 
new owners formerly conducted a hardware store in Ridge- 
way, Ohio. 

KENTON, OHIO.—The hardware store of Stanfield Bros. has 
changed hands. T. C. Danforth, of Bast Liberty, is the new 
owner. 

DRUMRIGHT, OKLA.—The Walters & Campbell Hardware 
Company is the title of a new concern recently established. 
Catalogs on automobile accessories, baseball goods, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cutlery, dog collars, dynamite, electrical 
household specialties, fishing tackle, galvanized and tin sheets, 
hammocks and tents, harness, heating stoves, home barbers’ 
supplies, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumns, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
tin shop, buggies, washing machines requested. 

FAYETTE City, Pa.—The interest of Ebber Hare in the firm 
of Hare & Murphy, dealing in pumps, wagons and buggies, 
kitchen housefurnishings, gasoline engines, heavy hardware, 
galvanized and tin sheets, lubricating oils and paints, oils and 
varnishes, has been taken over by eaver. The firm 
name will hereafter be known as Weaver & Murphy. 

BRIDGEWATER, S. D.—Ellwein Bros. are now occupying their 
building, lately finished. The structure is 50 By 80 feet, two 
stories and basement and modern throughout. The entire 
front of the first floor will contain a stock of hardware. 

Stroo., S. D.—A new hardware store has been opened here 
by P. Ogard. His stock will comprise automobile accessories, 
buggy whips, lubricating oils, galvanized and tin sheets, gaso- 
line engines, mechanics’ tools and heating stoves. Catalogs 
on these lines requested. 

MOUNDSVILLE, Va.—Possession of the business and stock of 
Ralph Rogerson, consisting of a general line of hardware, has 
passed into the hands of J . Wills and N. G. Baughman. 
The name of the new firm will be the Wills-Baughman Hard- 
ware Company. Catalogs requested on general hardware. 

SHrocTon, Wrs.—The implement stock of G. A. Barker has 
been taken over by R. G. Sawyer and it will be combined with 
his own. 

Vrroqua, Wis.—Dach & Anderson are successors to Charles 
S. Slack & Co. The concern handles a line of implements. 

WavuToma, Wis.—A change has been effected in the busi- 
ness formerly conducted by F. W. Darling. The name of the 
new concern is the Wautoma Hardware Company, and the 
lines include baseball goods, bicycles, buggy whips, builders 
hardware, churns, cream separators, cutlery dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, oil cloth, paints 
oils, varnishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, washing machines. 
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Standard Auto Jacks 


You'll find them good sellers. They’re all single acting—lift and 
lower the car on the downward stroke only. Due to our exclusive fea- 
tures, they 


Cannot Drop When Loaded 


This point appeals to every car owner. All sizes. 
For simplicity, ease and smoothness of action, durability and fine 


tinish they are unequalled. 
Send for catalog and prices. 


National Standard Co., Niles, Michigan 


Successors to Cook’s Standard Tool Co., Kalamazoo, Michigan 


























The Oiler Demand 





100-MILE RECORD 


for dirt track was made by Tom Alley at from your trade is most satisfactorily an- 
Minneapolis, Oct. 24, 1914, in a Duesen- —_ cnet Gai © Lig 4 
berg car. He used fully guaranteed for five years. 


“Wall” Oilers are brazed with hard solder 


RAJAH SPARK PLUGS aly te ES 


the bottom spring steel. Nozzle won't 
clog—has case hardened point and large 
opening at the body for easy filling. 


Get our catalog describing oilers for 
every use. 


P. WALL MFG. SUPPLY CO. 
N. S., PITTSBURGH 


This follows up many victories during the 
season by Mulford, Hughes, Tetzlaff and 
DePalma, and proves the superiority of 
RAJAH Spark Plugs for any purpose. If 
you are having spark plug trouble, write to us. 


RAJAH AUTO SUPPLY CO., Bloomfield, N. J. 




















The Oils DIXON’S 
That Make HARRIS | GRAPHITE 








TRANSMISSION 
Cars Run ane 
Better anata DIFFERENTIAL 





GREASE 


please your customers best. For. automo- 





biles, motorboats and motorcycles. No. 677 

“A Little Goes A Long Way And Every Motorists become steady customers after a trial of 
D C ts.” this special auto grease. Send for Dealers’ Price List 

rop Counts. and Auto Grease klet No. 54, 
i Made In JERSEY CITY, N. J., by the 
A. Ww “ HARRI - Ox CO. JOSEPH DIXON CRUCIBLE CO. 
. Water St., Providence, R. |. 
Branch: 143 No. Wabash Ave., Ci:icago, III. <O>$ Established 1827 Dee 























The Meeting Place 
for Mr. Opportunity 


The Guosstentty Every week in the Opportunity Exchange you will find 
Exchange Dept. opportunities to invest capital—obtain a partner—buy a 
Hardware Age hardware store—sell a business—in fact, do anything that 
a. oon He could be called a safe and sane business investment. 


Let Us Tell You How! 

















HARDWARE AGE 
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hardware trade. The 
Many have used it 


ment. 
desired 


Note: 





One Dollar pays for one insertion of a Hel 
tunity advertisement and for two insertions of Position Wanted Advertise- 
Replies can come to our office and will be forwarded to you, as 


This Department is the employment agency—the go-between of the 
place where trained and ambitious men offer their 


services, and where employers seek them—where merchants look for part- 


ners and where opportunities to purchase a business are offered. 
find it profitable. 


successfully. You should also 


Don’t wait—send copy now. Pin a one dollar bill to your letter—we 


will do the rest. These ads are payable in advance. 
In answering ads do not send original letters of reference— 


send a copy, it does just as well. 


Wanted or Business Oppor- 








Help Wanted and 
Business Opportunity 


Advertisements 2c. 
wor 
rate. 


Situations Wanted 


2c. 
mum. 


Display rates on request. 


per 


d — $1.00 minimum 


per word—50c. mini- 











‘Help Wanted 


Situations Wanted 





Situations Wanted 2 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one, 
Address “S, H.,” care HarpWare 
Acz, New York. 





SALARIED POSITIONS. 

We have calls for tinners, plumb- 
ers, salesmen, clerks, stenographers, 
etc. If you wish a position we can 
place you. Write for particulars— 
places you under no obligations. 
Systems Service Company, St. Louis, 

issouri. 





RELIABLE SALESMEN wanted 
by manufacturers’ agents to sell to 
hardware trade as side line on com- 
mission. Staple line of tools of high 

uality. Samples weigh five pounds. 

very hardware dealer carries a 
stock of these s of some make. 

uality tells and price sells our line, 

ur proposition sent on receipt of 
application with references. Address 
ox 296, Albert Lea, Minn. 





SALES MANAGER for automo-| 


bile specialty acquainted with hard- 





ware or automobile accessories 
trades. State previous employment 
and experience, age and soma A - 
pected. Factory near New York. 
Address “F. 2." care HARDWARE 
Ace, New York. 
WANTED—Salesmen with estab- 


lished territory calling on hardware 
or furniture’ dealers that want a 
good practical article for side line 
with liberal commission write to Will 
J. McGriff, 132 West Fourth street, 


Anderson, Indiana, for particulars. 
Sells from photograph. tate terri- 
tory covered. Address “G. D.,” care 


Harpware Acs, New York. 





WANTED—A live man in every 
State to sell our line of “JIFFY” 
HINGES on a commission basis. We 
want none but those who can “make 

ood” on an article of merit. Rock 
ity Mfg. Co., Wabash, Ind. 





THOROUGHLY COMPETENT 
MAN, with twelve years’ experi- 
ence in first class retail hardware 
and kindred lines, as salesman, man- 
ager and buyer, and with best refer- 
ence, wants position. Any location, 


but prefer South or West. Address 
wb wee care Harpware Acz, New 
or 





SITUATION WANTED — By 
— man, of excellent habits. 
now the hardware business, in a 
Can han- 


retail way. Good mixer. 


to take full chares, of a retail store. 

If you need a hardware salesman, I 

can deliver the goods. Address 

ve Sal care Harpware AGE, New 
ork. 





SALESMAN, representing large 
Illinois corporation for several years 
and having extensive acquaintance 
with the retail and jobbing hardware 
trade, desires to make a change now 
or the first of the year to connect 
permanently with a reliable concern 


selling the same class of trade. ‘“F. 
W.,” care Harpware Ace, New 
York. 





POSITION WANTED—A stove 
or specialty salesman in Mo., Kan- 
sas or Neb., by an Al man, well ac- 
quainted in this territory; best of 
references furnished. ddress 
“G. C.,”" care Harpware Acz, New 
York. 





EXPERIENCED hardware spe- 
cialty salesman with extensive ac- 
|quaintance wishes to represent 
manufacturer. Salary or commis- 
sion. Michigan territory preferred. 
Frank Benjamin, 302 William St., 
Ann Arbor, Mich. 





man 24 years old; 7 years’ experi- 
ence tinners trade; 2 years hard- 
ware and implements; best refer- 
ences. Jarvis, Osawatomie, 
Kans, 





PRACTICAL HARDWARE MAN 
with over twelve years’ experience 
buying and selling hardware and 


inside or on the road, for retailer, 
jobber or manufacturer. Address 
va; - *” care Harpware Ace, New 
ork, 





WANTED—A position with a 
good live hardware store; experi- 
enced, steady trustworthy; now em- 


ployed but want to change. Ad- 
dress V, F. Bunkley, Farmersville, 
ex. 





Situations Wanted 





A young lady of excellent family 
connections, culture, refinement and 
education seeks a position where in- 
tegrity, trustworthiness, honor, puno 
tiliousness, adaptability, and capa- 
bility are of great value and essen- 
tial qualities to a business man of 
Capable of all cler- 
ical or office duties, excepting stenog- 
raphy. Exceptional credentials from 
present employer. Address “F. C.,” 
care Harpware Acg, New York. 


highest repute. 





CHICAGO SALESMAN, callin 
upon the wholesale hardware, mill, 
plumbing, and electrical supply trade 
in the Middle West, would repre- 
sent a reputable manufacturer on 
commission basis. 
care Harpware Acr, New York. 


EXPERIENCED MAN desires 
position of responsibility in house. 
Has considerable executive, sales- 
man, systematizing, buying and or- 
ganizing ability. Constant student 
of modern selling and business meth- 
ods. Can handle heavy, up-to-date 
retail proposition. Am employed, 


but connected up wrong. Address 
o : care Harpware Acre, New 
ork. 





I HAVE SEVERED all vs con- 
nections with The H. L. Brown 
Fence Mfg. Co., which company 
I established and served as presi- 
dent and general manager. Will 
consider an acceptable proposition 
from reputable concern for my serv- 
ices im executive or sales capacity. 
Highest references as to ability and 
character; age 32. _ No objection to 
location, . L. Brown, 60 South 


_ 








Address “‘F. K.,”| W. 


arwick, Avondale, Cincinnati, 


Ohio, 


die city trade or farmers. Am able} 4, 


SITUATION WANTED by young 


HARDWARE MAN, 28 years of 
age, 8 years’ experience, as retail 
salesman and bookkeeper, wants to 
make cmange: first class references. 
Address “G. H.,” care HarDWARE 
Ace, New York. 





POSITION as salesman, retail or 
wholesale; 12 years as successful 
road salesman in stoves and hard- 


ware. A working knowledge of 
plumbing and tinning trades. At 
Unquestionable 


present employed. 
reference. yet alll Box 89, Shore- 
am, Vt. 








Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these 
matters in every section of the 
United States. Address “H. B. G.,” 
care HarpwarE AcGzE, New York. 





CASH FOR YOUR BUSINESS 
OR REAL ESTATE—TI bring buy- 
ers and sellers together. No matter 
where located, if you want to buy, 
sell or exchange any kind of prop- 
erty or business anywhere at any 

rice, write me. Established 1881. 

eferences., Address P see B. 
Wright, Successor to rank P. 
Cleveland, Real Estate Expert, 2166 
—_— press Building, Chicago, 





FOR SALE—A good and up-to- 
date hardware stock located in a 
flourishing Western city, population 
7,000; good reasons for selling. 
dress “A. H.,” care Harpware AGE, 
New York. 





kindred lines, is open for position, o. 


DO YOU WANT TO BUY, SELL 
OR EXCHANGE a business of any 
kind? If so, write us for quick and 
satisfactory results. No charge to 
buyers. Less than 1 per cent. to 
sellers. Our System of Service 
means quick results. Send for par- 
ticulars. System Service Co., St. 
uis, Mo. 





MODERN MANUFACTURING 
PLANT, located in Eastern Massa- 
chusetts, well equipped to produce 
hardware and implements at low 
cost, also to handle jobbing grey iron 
foundry work of Al quality and a 
wide range of woodworking, would 





‘like to employ its surplus capacity 


] 
to mutual advantage by getting in 
touch with parties having work of 
this nature to place on a contract 
basis. Personal inspection of ca- 
pacity and facilities is invited. Ad- 





dress “D,. J.,” care Harpware Ace, 
New York. 
MANUFACTURERS’ AGENT, 


covering the Southern States, desires 
to represent in this territory, on a 
commission basis, the manufacturers 
of the following items: Rope (all 
kinds), sole leather, screen wire, 
poultry netting and axe handles. 
Correspondence solicited. Address 
+ ore care Harpware Acre, New 
or 








FOR SALE—Hardware and im- 
plement business located in a good 
farming district in Western Penn- 
sylvania, doing about $50.000 busi- 
ness ner vear. Stock will invoice 
about $8,000. Good reasons for sell- 
ing. Address “F. P.,”’ care of Harp- 
warg Acez, New York. 





I AM NOW SELLING to the 
larger hardware jobbers, have suc- 
cessfully solicited this class of busi- 
ness for ten years, have had two 
years’ experience as sales manager, 
am well acquainted with furniture 
and department store trade. I offer 
a clean record. References include 
banks, afl former, and my present 
employers. Price not low, but will 
earn all you pay. ddress ‘‘Sales- 
man,” Box 139 A, 1507 Otis Bldg., 
Chicago. 





ENGLAND — Traveler requires 
agency for American manufactures, 
hardware specialties and patents. 
Al connection with bona fide iron- 
mongers and wholesale houses 
throughout England. Liverpool 
office, Box “G, F.,’”’ Harpwarge AGg, 
New York, 





HARDWARE BUSINESS FOR 
SALE—Located in Cincinnati, O., 
for twenty-five years and still doing 
business in general hardware, iron 
and steel. Business will be sold in 
order to settle an estate. For par- 
ticulars address G. P. Bassett, ff.» 
743 Oliver Building, Pittsburgh, Pa. 





FOR SALE—Well paying hard- 
ware and pluinbing business of twen- 
ty-five years’ standing, thro death 
and consequent mismanagement has 
been thrown into hands of receiver. 
$6,000.00 staple stock. One other 
exclusive hardware store in city of 
four thousand. Investigate. Horace 
S. Clark, Receiver, Deadwood, S. D. 





EXPORT TO HOLLAND—Re- 
sponsible importing firm in Holland 
with established trade wishes to 
represent American manufacturers 
of household articles and hardware. 
Bank references. Address V. & K. 


Ad-| Co., 456 4th Ave., New York City. 





FOR SALE — Hardware $store, 
stock all nev, splendid location, and 
in a bang-up good town in Pennsyl- 
vania, with a population of over 
15,000. The best of reasons for sell- 
ing. ee of The Union Bank- 
ing & Trust Co., Du Bois, Pa., 
Executor. 


When You 
Need Men 





consult the Opportunity Ex- 
change of the Hardware Age— 
men—the right kind—are al- 
ways open for opportunities to 
advance themselves. Do you 
want the ambitious kind—the 
kind that can do things? 


30 words at one dollar per in- 
sertion will put you in touch 
with such men. 


Opportanity 
Exchange Dept. 


THE HARDWARE AGE 
239 W. 39th St., New York 
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*“Delta’” 
Superiority 


Has Been Proved 
ThroughComparative 
TESTS 








A Man 
Market 






















| “The only 
a. Line of Files 
le _from 3 to 24 
inches that 
are made ab- 
solutely of 


Crucible 
Steel’’ 


Why continue using 
other brands when 
the best is pro- 
curable? 


The best file is the 
most economical in 


Men of brains; men of initia- 
tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 


Exchange” of HARDWARE 
AGE. 


If you are not using 
the “‘DELTA,”’ get 


It is the market place for op- 


the 
price paid if the 
file is not exactly 





as we claim. 


DELTA Files 
are made in sev- 
eral shapes and 
sizes so as to 
meet your every 
requirement. 


portunities in the hardware 


held; it commands the attention 


We trade 
mark all our 
files for our 
protection. 
Don’t let your 


of the “cream” of hardware men. 
Your story in a fifty-word ad. will 


If your dealer 


reach these men at a cost of only 
one dollar, and youll find it a 
most profitable short-cut to results. 


DELTA 


Delta File Works 
Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
New York Office: 260 West St. 
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Sock: -. 
DISSTON 


Butchers Saws 


A complete line, of the same unsurpassed 
quality of material and workmanship charac- 
teristic of all Disston products. 





ee ee Foe My eT De a ts Hak 3 
aes Ae hae? EN Se Teo 4 " be?” $ 
: OO Se i ah ante oa Al . + “ 
5 ae < x 2 


The Disston No. 23 is a favorite and a quick seller, 
24-inch frame, beech handle, polished edge, nickel- 
plated screws, flat back. Bright blade of I-inch finest 


crucible steel, 11 points to the inch. 


This saw is fine in appearance, easily handled and gives 
permanent satisfaction with a minimum of attention. 


Henry Disston & Sons, Inc. 
Keystone Saw, Tool, Steel & File Works 


Philadelphia, U. S. A. 
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THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
oth pee used for BURN- 
AT i ING WASTE PAPER and 
other vocanaies material; 
pet also a neat Basket for Waste 
: Paper, Leaves, etc. The 
wit hi burning of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 

Made in four (4) sizes. 

Send for description and 
prices. 


i, erry a tt 




















Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 











White Mop Wringer 
Brings Smiles 


To the user and to 
the dealer selling 
them. The best made. 
Has seven distinct 
selling features. In 
ten different sizes. 
Genuine has our spe- 
cial trade-mark. Look 
for it. Write for par- 
ticulars. 


WHITE MOP WRINGER CO. 
FULTONVILLE, N. Y. 

















_- ~The 
“Acme’’ Metallic 


Bed Caster 


The “‘Acme’’ is a ballbear- 
ing caster—it is always ready 
to roll in any direction. 

‘‘Acmes”’ are made in brass, 
nickel, or galvanized finish— 
will fit any size Brass or 
Enameled Bed Post. All 
‘‘Acme” casters are packed 
one set In a box. 

Send for catalogue and let 
us quote prices. 


The Schatz Mfg. Co. 


POUGHKEEPSIE, N. Y. 


Agents: J. C. agg hy & Co. 
29 Murray St., N. Y. C. 











ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 


W. H. MORLEY & SONS 
imperted Pocket Knives, Scissors and Razers 
WADE & BUTCHER'S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 














il Order Bugaboo 


does not wor the 
dealer who specializes the 
QUEEN WASHER. He 
can easily convince the 
buyer of the greater 
money value in this ma- 
chine. It's so different, 
simple, easy, durable. Full 


TiS 


| —— of good talking points— 
or, selling points. 


Hand or Water Power. 


Get Samples and be 
convinced. 


J. SB. ENOL. “aa 








American Steel & Wire Co. 


—_————— MANUFACTURERS OF 


Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CLEVELAND 
PITTSBURGH 


CHICAGO WORCESTER 
NEW YORK DENVER 

















“IDEAL” Riveting Machine 





Simplest, Strong- 
est and Best 
Riveter made. 





SEND FOR CATALOGUE AND PRICES 


Also of Cobbler Outfits, Lasts and Stands, Heel Plates, Corp 
Shellers, Grist Mills, etc. 


THE ROOT-HEATH MFG. CO., Plymouth, Ohio 











The “Hustler” 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanita and eco- 
nomical. That’s 
what the “Hust- 
ler” does for your 
customer. Think 
what it will do for 
you! 


Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 
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mat. © Choe 
Step Ladders 


are made in 
many styles 
and to fit. 
all kinds of 


shelving 
Send for eeley ae full 


description and prices. 


THE BICYCLE STEP 
LADDER COMPANY 


62 West Randolph St. 
CHICAGO, ILL. 























American Steel & Wire Co. 


MANUFACTURERS OF 





Telephone and Telegraph 
Wire. Electrical Wires of 
every description 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 








LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


MILBRADT 


ye rete i di ae oe a 
Ey pee, fare r 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis Mo. 

















DID YOU EVER SEE 


Waegner’s KAN T-SUK Calf 
and Cow Weaner? 
IT’S A WONDER 


A perfect humane and effect- 
ive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 

et effectually prevents sucking. 

t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 


All the leading jobbers carry them in stock 
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Well Established—Long Established 


G& B' 


is the pioneer brand of American 


galvanized nettings and wire cloths. 
WM Everts bv a 


existence re »] 


stelticte IT xeveletetetelers 
aterteh a century. 
THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 




















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A. 




















STRAIGHT AWAY LAWN SPRINKLER 


No | 
Perforations @ 





se ey 


Throws all the water away from the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, IIl. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Calif. 
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Twde Marx 


Diamond Nozzle 


Rea. U. S. Par. Ceece 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 





Patented 


Spray—Straight Stream—Shutoff. Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and preveat one-sided spray. 
Stronger, last longer, bigger voluine of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 














+ t 
Hardware 
Store For 
Sale! 








ERY simple matter—the 
Opportunity Exchange 
is read every week by 

men looking for the oppor- 
tunity to get into business for 
themselves. It's an easy and 
economical method of reach- 
ing them. 


50 words $1.00 


and the replies will follow. 


Opportunity Exchange 
HARDWARE AGE, 
239 W. 39th St., N.Y. 














OLEMAN LANTERNS 


Carry, Hang, or stand anywhere, anytime for 
any job of work. No matter what kind of 
weather—whether rainy or clear, stormy or 
still. You can guarantee that 


THE AIR-O-LANTERN 


As illustrated here will keep right on shining—300 
candle power strong—good, clear, steady light that 
can’t blow cut or jar out even if tipped over. 

This lantern is solidly made of brass (heavily nickeled), 
built to stand all the hard knocks of the after-dark 
work of Farmers, Liverymen, Dairymen, Garage men, 
Campers, etc. 

Makes and burns its own gas. Costs only one-third 
of a cent per hour to operate. Is absolutely safe 
and guaranteed for five years. Liberal profits for 
dealers. Write your jobber or direct to the 


COLEMAN LAMP COMPANY 
St. Paul, Minn. Toledo, Ohio. Dallas, Texas. 


Wichita, Kansas. 








Niagara 
Curry 
Comb 


Shown In Catalog 
Ne. 24-H 


Mai ed on Requesi 
Thoroughly Well Made of Excellent Material 





It is handy and convenient, and as near a self-cleaner 
as a curry comb can be. No more efficient tool for cur- 
rying a horse was ever made. Bright tin or gilt finish. 


Niagara Falls Metal Stamping Works 
Niagara Falis, N. Y., U. S.A. S-93 











TOWNSEND WIRE STRETCHERS 


If there’s one form 


of implement. that = 


than any other, it’s 
the old unsatisfac- 
tory wire stretcher. 
When you sell a 
customer a good or- 
der of wire fence, 
see that he has the 
tools to put ‘!t up 
properly. The Town- 
send ire Stretcher 
will handle woven 
wire, lain twisted 





Ask your Jobber— 
and write for cir- 
culars. 


F. J. TOWNSEND 


PAINTED POST, N. Y. 





more trouble = 
the farm = 


TLE 





American Steel & Wire Co. 


MANUFACTURERS OF 





American & Griswold 
Bale Ties 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 











TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 





~— 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 











HE circulation of the Hard- 
ware Age is a guaranteed 
one, sworn to by an affidavit, 
which will be sent in detail to any 


one upon request. 











| 
| 
| 
| 
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SANITARY 


walls are as necessary as 
sanitary plumbing. 


Enametile 


is the best and most san- 
itary wall. Is made of 
metal enameled. Like 
ceramic tile but better 
becnuse lighter; does not 
crack and costs about | 
ax much. Hard to detec 
difference. Plates bedded 
in cement; no lap joints, 
no nailx. Endless variety 
of patterns, colorings and 
sizes. 

Write for ART PORT- 
FOLIO showing Enametile 
in colors, and Metal Ceill- 
a ar “a oe pat- 
erns or a urposes 
FREE! . 


N. YY. “METAL staaae «vara co. 
543. &c., VW, 24th st., New York City 














Keystone Boiler Handles 





3 oy 


a No. 40, eR, Boiler ied. = 
The clips of these handles are made from wae sheet steel, 
rs) 





ane “ tinned, best quality find finest finish ur different 
styles for boilers and four different styles for covers. 
Write for prices and samples. 


Made by 


Berger Bros. Co., 229-231 Arch St., Philade'phia 














Caldwell Sash Balance 


Does away with weights 
and cords, and is VASTLY 
more durable. 


| Makes sashes work per- 
fectly. 


] Permits greater window 
space in new work, as box 
frames are not. necessary. 


| May be applied to old 
windows without altering 
sashes or frames. 


{ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 

















Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 
COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 








Berger’s World Ventilators 


Made with either Metal 
Hood or Glass Top. 


Built on scientific prin- 
ciples. 


Mechanically perfect. 


Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 


Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 











Prompt Shipments on Receipt 
of Your Order 


= =3 
= = 
= S 
Ferrules, Cepper ; Copper; Burrs, Cop- = 

r; Conductor bine Co copper JR motores Sheet, Copper: P: Eaves = 

pper; Gaskets, Cor a4 

—_—s. 

= = 
= 

= : 
= = 





rough, at Elbows, rugated Copper; 
Hammers, 5 arene Copper; Nails, Copper; “e- 


rT; Roll Sooo Copper; Sheets, pper ; 


r: 
ker, Be r; oer ee Copper. 
iT <a ronr gnc ss i are lixted TP om write ne« 
Pitt«ehu:rah Conver and Brasx al pits 


c. G. HUSSEY & CO. a. 














AFTER A CHIMNEY IS BUILT 


you must accept its service, 
good or bad, unless you 
mount the reliable Iwan 
VOLCANO Revolving Chim- 
ney Top on it. 
This top makes every chim- 
ney a steady smoke puller in 
fair or windy weather. 
Try an assortment of iron 
mountings. You can make 
the h in your shop as 
needed, as patterns are in- 
cluded with all shipments of 
iron mountings. 
Send us a post card for full 
ee and names of 
nearest jobbers. 


IWAN BROS. 


Exclusive Mfrs. 


South Bend, Ind. 











ABSOLUTE 1 protection from the ele- 
ments is assured the house roofed with 
Cortright Metal Shingles. 


They interlock and overlap so that ne 











snow or rain, spark or ember can pene- 
trate. 


‘| CORTRIGHT METAL SHINGLES 


have all the virtues of other roofings 
with none of their defects. They last in- 
definitely and never need repairs 

Let us send you letters "Ween Cortright 
dealers telling of their success. 

ligation, so write now. 





Certrigzht Metal Roofing Co. 
Philadelphia and Chicago. 
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Goodell Mitre Box 


Made of STEEL—Cannot Break 


PR years this Box has been recognized as being first 
~ uality and improvements, and the new STEEL 
TOM PLATES with ANGULAR SERRATURES 

S prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 


Greenfield, Mass. 











ARMSTRONG 
COMBINATION 


PIPE KIT 


1 No. 2 STOCK 
¥%-1R WITH 
BARD “BUSHING. 


1 PIPE CUTTER 

1 JUNIOR VISE 

1 STILLSON 
WRENCH 


PUT UP IN HARD 
WOOD CASE; 


Manufactured by 
THE ARMSTRONG MFG. CO. 


290 KNOWLTON ST. - BRIDGEPORT, CONN. 
NEW YORK 





























THE ROBERTSON 
“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. 1s 


Hammer 


i. 


The best magnet hammer | 
It holds the tack 


Write for illustrated price list. 


ARTHUR R. ROBERTSON, Sole Mfr. 
144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 


























This Pocket 
DEALERS Tool Kit 

M 
will find Chelatenas Gilt 


KLEIN TOOLS 


ARE GOOD SELLERS 
It’s because they are good Tools 
Write for Catalog 




















Skilled Workmen 


f 







find The Perfection 
Grinder a valuable aid 
> Rag oy their tools in 

t of condition. 
Fisted with we combi- 
nation tool and 
pen 5 holder, the **Per- 
fection’’ is capable of a 
wide range of work. 
Wheels are made of 
corundum or carborun 


grinder—write. 


Star Specialty Mfg. Co. 
227 West Erie St., Chicago, U.S. A. 








C. E. Jennings’ Steers Patent 
EXPANSIVE. BIT 


SCE THAT BEVEL . 
ON CAP AND CUTTER @ 








the : | Z Sa, = viete 


Best a SU screwaowustmene, this 


C. E. JENNINGS & CO., manufacturers 
71-73 Murray St., New York 























A Name Favorably Known Wherever 
easurements Are T 


Get our new catalogue. 





Measuring Tapes, Boxwood Rules, Steel Rules, Board 
and Log Rules, Spring Joint Rules 
of every description 
SAGINAW _ New York 
THE [UFKIN fpULe C0. MICH. Jendon, Eng. 


sor, Cun. 








Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because su- 
perior to steel 
hammers for 
man uses, 
Will Dive work 
to place with- 
out marring. 
Furnished with or without handles. Sizes: 1 to 16 tb. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


THE. EUREKA COMPANY 
NORTH EAST, PA. 
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AXES 


The “Axe 
Through 
Iron’’ is the 


best made. 
MANUFACTURED BY 


Romer Axe Co. 


DUNKIRK, N. Y. 
Write for Catalogue 














FREE wor: SAMPLE 


SOLE geod ga 

















The Business End 


of a floor or cabinet scraper is the blade. Every 
single scraper knife that goes out of the Fox 
factory is a superior article. We'll quote you 
prices on scraper knives of every kind, size and 
shape. Our prices are no higher than where 
they monnutneture knives in big quantities with- 
out that careful workmanship. 


Your Carpenter Trade Will Know. 


FOX SUPPLY CO., BROOKLYN, WIS. 


Dept. H. 














The No. 1 World-famed C. & L. 
Fire Pot is characterized by fine 
material, better construction and 
more practical points of general 
utility than are found in other 
makes. Its use is dictated by the 
principles of economy because it 
consumes but about half the 
gasoline others require and lacks 
nothing in heat efficiency. The 
No. 1 is always ready for busi- 
ness and expedites your work 
through its convenience and 
adaptability in handling and 
operation. Jobbers will supply at 
factory price. Send for catalog— 
it’s free. 





No. 1 Fire Pot 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICH., U. S. A. 














A New Ready Seller 


Hatdware dealers everywhere have endorsed this 
new keyless combination Bhs 4 lock sensation. 
Operates the same as a o rivets, springs, 
pin or bolts—contains = five parts—locks in 
three places—made of Rolled Brass. 


The JUNKUNC £3" 


Made in seven styles. The ideal lock for Auto- 
mobiles, cate a Garage doors, lockers, tool 
chests, barns. etc., in fact for every locking 
purpose. Fully guaranteed and positively ‘“‘non- 
pickable.’’ 





Our Special Introductory Offer 
Write Nao for a introductory assort- 


ment and pri ber there’s a mighty 
good profit wg you in each sale. We furnish 
circulars EE, 


Special to Salesmen—The Junkunc lock 

makes a splendid side line. Write for par- 

ticulars. 

JUNKUNC BROS., | Manufacturers 
983 West 7ist Street, Chicago 








American Steel & Wire Co. 


MANUFACTURERS OF 








American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 
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“BEST BY TEST” 
Perfect Satisfaction Guaranteed 
BP ded tor Prices 

ty thors Cole 


November 26, 1914 
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Make Your Store the Headquarters for 


Gifford-Wood Co.’s Ice Tools 


Creamery Owners, Dairymen, Butchers and Farmers all cut 


GIFFORD-WOOD CO., Hudson, N. Y. Eficaco 


Ice and want Tools they can depend upon 
Sold Under Our Guarantee of Quality 








KITCHEN OVSTER 
PRUNING RUBBER 
PAPER PATTERN 


HANGERS’ MAKERS’ 





New Haven Oyster Knife 


ROBERT MURPHY’S SONS CO. Ayer, Mass. 





O. LINDEMANN & CO. 


Manufacturers of 
BIRD 7p 
CAGES sit 


35-37 Wooster Street, New York 

















Company 
WOBURN, MASS. 


mars MO 


Mfrs. of all kinds of mops. Yacht and hard wood floor 
mops a specialty. Black antiseptic mops treated with 
oil of cedar, cherry polished hids., $45.00 per Gross. 


Send for catalogue and prices. 











No. 90 
Special 








THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “ Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 


















ie eee 
the “Sign of the Leaping Dolphin.” 
In city, town or camp the “Leaping Dolp hin” 
means “Fishing Tackle that's Fit for Fishing.” 
Send us yourdealer’s name and we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 18 Vesey St., New York 
Established 1820 
BRAAAORGGGGRERGRQAGRERRUULRURRRAAARAMAAARARGRGGRRRRRGRRRRERRRRGARGAAAARRRR 





No. 90 Bur-Nor Special 


A mighty good hatchet at an interesting price. 
One of the eleven styles of the Bur-Nor line. The steel 
handled kind that won’t break. 


BURGESS-NORTON MFG. CO., Geneva, IIl. 


Write for prices to-day. 





“GEM” Nail —_ 


The famous “Gem” is 
mounted twelve on a hand- 
some counter card. Sells at 


25 cents each. Big 
profit. We also make 
a ten-cent nail 

per. Write. 


H.C. Cook Co. 


Ansonia, Conn. 














in these B and C Monkey Wrenches. That’s 
why they sell. Bars are forged from open 
hearth steel with oval front and back, givin 
additional stock and _ strength. Screw is o 
solid high-grade steel. Handle, Frame and 
Bolster are one piece, powerfully braced. They 
make good on the job where others fail. Write 
for prices. 


Bemis & Call Hdw. & Tool Co. 


SPRINGFIELD, MASS., U. S. A. 


( Real Improvements 
Ds 








American Steel & Wire Co. 


MANUFACTURERS OF 





Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 



















oc Ny FAN MUN 


¥ ¢ 4 


MAD as . ' 


THON 


No other ammunition ever gained greater popularity. Our sales have “alana in leaps and bounds, You should be getting your share of this trade. 


Write for catalog, prices and co-operative selling plan. Do this t 


ROBIN HOOD AMMUNITION CO., G Street, Swanton, Vt. 


7 
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BU 
BUC 1853 Buck, Bros. 1914 RO 
BRO S Guarantee of. Cuality me 


DR O complete 
Line of Ligt ht Edge Too sag 
Send for ca Falog a ad price list, &. 








PERFECTION 
CALF & COLT 


WEANERS 


Made of heavy Galvanized Sheet 

Steel properly shaped for calf or 

colt comfort, yet not brutal to 

the mother. 

Solid by Hardware & Saddlery 
Jobbers or direct from 


Aug. Holthaus Saddlery Co., St. Louis, Mo. 





TACKS “ext" NAILS seem BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points . 
SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren St. 








Jobbers should ask for 
our catalogue of Leather, 
Web, and Rope Halters. 


E. T. RUGG & CO. 


NEWARK, OHIO 





g 











WP The Speedy Stitcher 


Is the Best 
and is made only by 


Stewart-Skinner Co. 


420 Herman St. 
Worcester 
Mana. 


THAT’S AWL 




















It’s a regular 
Habit 


Opportunity Exchange 
HARDWARE AGE 
239 Ww. 39th St., N. Y. 








with the readers of Hardware Age to consult the Opportunity Ex- 
change for opportunities of all kinds—it’s a paying habit too 
Tell us your requirements—we may be able to suggest something 
that will help you decide what is on your mind. 








—_, 


Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New York 


——_— 


As. 


RES. U. SG. PAT. OFF. 
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BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 





f 





Parker Wire Goods Company 


Manufacturers of 


General and Special Wire, Hardware 
and Household Specialties 
WORCESTER MASSACHUSETTS 














ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 
214-216-218 New St., Philadelphia, Pa 

















OPPORTUNITY 


Opportunity is waiting for someone in every adver- 
tisement in the “OPPORTUNITY EXCHANGE.” 
Better turn back and read these columns. It might 
be waiting for you. 





Snell’s Star Bits bore quickly, leave a clean cut hole 
and satisfy every user 


They sell best, 
the market. 


The profit is big. Get our terms and catalogue. 


beontuee best known—over 120 years on 
Guaranteed right in every way. 








SNELL MFG. CO., Fiskdale, Mass. 


Selling Agents JOHN H. GRAHAM 4 CO. 
113 Chambers Street New York City 
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| SAMSON CORDAGE WORKS | (==<=3 i 
Se = SASH CORD, CLOTHES | | 4 an 1 TPAC) Lawn Vases 
BRAIDED CORDAGE oMieSSy LINES, SMALL LINES 1 Boll 
AND COTTON TWINES “Sap ETC. cxroecocos | | ee Wm UTIL] Sseerehtcee 
BOSTON % 


ALMASSZLR RAN 
\THE STEWART IRON WORKS Co. Cincinnati, Ohio 
















MANUFACTURERS OF 




















tou Stor ts FORD 
TO BE WITHOUT THE 

4 No live dealer is without it. The demand ts increas- 
ing every day. Write for Catalog and Circulars 


Ford Auger Bit Company, Holyoke, Mass. 


wp High Grade Hand Made —ar 


STEEL G-S Go. Levels 


2 ALPHABETS 
=) AND FIGURES THE Gusrie - STEPHEN (0. 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. Pine Meadow, Conn., U. 8 A. 











THE REX FILE & SAW CO., Newcomerstown, Ohio 



































PLIERS Lineman’s Pilers made in three sizes—6, 7 and 8 inch ene 1826 
NIPPERS and High Grade Toole 
. oe or Mechanics 
PUNCHES eee, C.S. Osborne & Co. 
Send for Catalogue Heads Polished—Handles Blue Finish NEWARK, N. J. 











**VICTOR’’? BOLT CLIPPER 


Send for Oatalog. 





Porter’s “New Easy” Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. | H. K. PORTER Miewath. Maen 


Turn back a few pages and read the BEST BLOCK TIN KE 
“Opportunity Exchange” columns. wera MAPLE WOOD BODY HIGHLY POLISHED 


Lots of opportunities there too good LINING [7 ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
to miss. Hardware stores wanted : ES ee cur) 
and for sale. Help Wanted and the BEWARE OF IMMITATIONS 
“Help” you want. 

































_ . — SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
my MADE OF LEAD,IRON,OR OTHER INFERIOR METALS, TINNED OR NICKELED. 


JOHN SOMMER FAUCET CO. 35s Cenrrar Ave, Newarx 




















Horns || 


Bi ALUMINUM—SOLDER 


riven Type 














ee oun an 5 the 
rade uic pmen 

Aluminum Solder & Refining Oo., Syracuse, N. Y. 
American Electric Co., State and 64th Sts., Chicago $2 per box of 4 bars. Discounts to Dealers 














Rock Island Autovises 


Number 241 vise is swivel, wee 30 gee and is adapted for 
automobile and heavy repair work oO. 1 vise is same in desi 
but is stationary, weighing 32 Ib., and is pete for the individu 
automobile owner. These vises are a combination of vise jaws, — 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO., Rock Island, Ill. 


| , SEND FOR NEW CATALOG OF LARGEST AND MOST : 
241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED endian: 
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TUBULARAnND CLINCH RIVETS 


7 


, A ae 


TUBULAR RIVET AND STUD Co. ~Sron MAS@ac Hie U. S.A. 








G THE REFLECTION OF Quality 






PERFECTLY 


RIGID FORMED 


Patented March 12th. 1912 


he ONDV ( TOR 


pe 





BE SURE TO SPECIFY ‘‘CRIMP EDGE’? EAVES TROUGH and “INTERLOCK” CONDUCTOR 
PIPE ON YOUR ORDER FOR SPRING SHIPMENT 


Manufactured Exclusively by 


MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 








Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


:THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN., U. S. A. 
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The Glassified Directory appears in the first issue of each month 





A 
Abbey & Imbrie.............. 101 
Acme Steel Goods Co.......... 31 
Alaska Freezer Co........-.+++ 16 
Alaska Refrigerator Co.......... 41 
Allen, S. L., & Soms........... 40 
Aluminum Solder & Refining Co.103 
American Electric Co........... 103 
American Novelty Co........... 89 
American Screw Co............ 21 
American Shearer Mfg. Co...... 30 
American Sheet & Tin Plate Co. 23 
American Steel & Wire Co., 
95, 96, 97, 100, 101 
American Wire Fabrics Co...... 19 
American Wringer Co.......... 26 
Anglo-American Co. .........++. 89 
Armstrong Mfg. Co...........- 99 
Athol Machine Co............. 34 
B 
Barnett, G. & H., Co.......... 32 
Bay State Mop Co............- 101 
Beers Sales Co... ccccccsccccccs 89 
Belknap Hdw. & Mfg. Co...... 37 
Bemis & Call Hdw. & Tool Co..101 
Berger Bros. Co.......++-ee0+: 98 
Berger Mfg. Co.....ccscccccccee 98 
Bicycle Step Ladder Co......... 96 
Billings & Spencer Co.......... 13 
Bishop, Geo. H., & Co.......... 24 
Bowman, Geo. H., Co.......+.. 14 
Brooks, M. S., & Sons......... 102 
Brown & Sharpe Mfg. Co....... 4 
Be BOB onic co eupescqaccages 102 
Burgess-Norton Mfg. Co........ 101 
Detter BVOtRere. o0ccccvcesceved 107 
C 
Caldwell Mfg. Co.............. 98 
Cee Se, Gee wes civsdvces's 30, 33 
Champion Hdw. Co...........-.- 34 
Chapin-Stephens Co. ........... 103 
Chicago Hdw. Fdry. Co......... 27 
Clayton & Lambert Mfg. Co.....100 
Cleveland Stone Co...........-. 32 
Ces Wereemel Cisccs cocecccesse 5 
Coldwell Lawn Mower Co....... 28 
Coleman Lamp Co...........-. 97 
Cook, TE. Ca. Cosiswicascckses 101 
Corbin Screw Corp............ 25 
’ Cortright Metal Roofing Co..... 98 
Covert’s Saddlery Works....... 98 
Cyclone Fence Co.........2-e> 19 
D 
Darby, Edw., & Sons........... 95 
De Laval Separator Co...... vscee' 8 
Delta Electric Co......... ocoss 
Delta File Works.......ccecees 93 























Rn As. b.de 66 de Hap cene oe tes 28 K 
Dennison Mfg. Co.......++-eee 24 
Detroit Twist Drill Co......... 39 idehas: Abeba Bede. .... i... 95 
Disston, Henry, & Sons.......-. 94 Keystone Steel & Wire Co...... 29 
Dixon, Joseph, Crucible Co...... " Klein, Mathias, & Son.......... 99 
CS ree ee 95 
: L 
Lindemaun, O., & Co........... 101 
Bineiis “Ee Cae kc ccccieweccegos 27| Lovell Mfg. Co.....-.seseeeees 15 
Elwood Lawn Mower Co........ 28| Ludlow-Saylor Wire Co......... 29 
Energy Elevator Co.......see+- segiLuftkin Rule Co... mtsveoceciacwis 99 
Ensign-Bickford Cat Sva Sede-c 96 
Enterprise Mfg. Co. of Pa...... 16 M 
Beeee Mille 2. cc ccscccsecsvcscs 30 
es See ee ae ererr F 99| McKinney Mfg. Co.........--. 27 
Martin-Senour Co. .......--.4+: 40 
Water FG ockcniksve cd cten sede 6 
F Milbrad? Bite. Ce. o.ccdcec reese 96 
Milwaukee Corrugating Co...... 104 
SOU SAE. << co caceacgaeies 102 
Fleckenstein, C. G., Inc......... 20| Mosler, A. R., Co...-....-+-05 - 
Ford Auger Bit Co............. 103| Murphy, R., & Sons........... 101 
Won Supbly CB. icivwccs<ide ess 100| Myers, F. E., & Bro........... 18 
N 
G 
ge rr a= 44 
National Standard Co.......... 91 
Gifford-Wood Co. ....+++++0000. | bins ements ee at. - 
Gilbert & Bennett Mfg. Co...... 96 New Jersey Wire Cloth Co..... oe 
Ceci Mle Obici. cs svekos qq] New York Metal Ceiling Co.... 90 
GootelrF rath: Cau... 0:0 F's ésaeess ce 35 Ney Mfg. Co....-+++-++eeeeeee 30 
Geek Willd OW soon seers 1s; eer: Falls Metal: Stomping 
Grant ‘Mie. & Mech. Co. io. ss-<. 32 WOU? sec dtw an mndesss sce cba 97 
Celle Tile ik ek Ken: 33 Nicholson File Co............ 83 
Grinnell Washing Mch. Co...... 26 North Bros. Mfg. Co.......... 31 
North Wayne Tool Co........ 9, 29 
H O 
Ohio Stove Pipe & Mfg. Co.... 26 
| i ateliaiah MM ne aie 34|Oneida Community ............ 108 
Harris, A. W., Oil Co.......... 91|Opportunity Exchange ..... 92, 93 
Biase: Fob Te. «sis ovcec ccc 102| Osborne, C. S., & Co........... 103 
Hayes Pump & Planter Co...... 28 
Heller Brothers Co............. 100 P 
eet FW. 0g Bs vc donc cece 41 
SG Dien Abie nikki cats whoo ai 95| Parker Wire Goods Co......... 102 
Holthaus, Aug., Saddlery Co....102 PONG. Tes i Micka cdo d rds 08 ees 48 103 
Hass, C, G.. & Coie. 9g| Portsmouth Steel Co........... 22 
Progressive Mfg. Co........... 21 
I Q 
Quality Stove & Range Co...... 14 
Imperial Bit & Snap Co..... nin OO 
Inland Steel Co......... éevicss R 
Iwan Brothers ........ pa cebece 98 
Rajah Auto Supply Co......... 91 
|Rex File & Saw Co............ 103 
J Richards-Wilcox Mfg. Co....... 77 
ge ee 103 
Robertson, Arthur R........... 99 
Jennings, C. E., & Co......... . 99| Robin Hood Ammunition Co... .101 
Jennings, Russell, Mfg. Co...... 100| Rock Island Mfg. Co........... 103 
Johnson, Iver. Arms & Cycle Romer Axe Co.......eeeeeeeees 100 
WOUND  hoccbaicnedadsbawnenen 17|Root-Heath Mfg. Co............ 95 
Junkunc Brothers.............. 100' Rugg, E. T., & Co.......--... 102 





S 
Samson Cordage Works......... 103 
es Fs Css 35-0 6 we oc ets 95 
Soemem, My Big Cee cwsccccesse 27 
Schwerdtle Stamp Co.......... 103 
Scientific Heater Co............ 37 
Shapleigh Hardware Co...... oe 99 
Sharon Hdw. Mfg. Co.......... 17 
Shelton Co. .....<<. ii akeeaies 102 
Sherman, H. B., Mfg. Co...... 97 
Smith & Egge Mfg. Co....... . -104 
nel We Gist 's cciastiscceens 102 
Sommer, John, Faucet Co...... 103 
Sparks-Withington Co. ........ 87 
Standard Chain Co............. 31 
Stanley Rule & Level Co....... 42 
Stanley Works .......... 1, 33, 75 
Star Specialty 1 a RE os 
Benreeth,. Sa: Big CR hinde oc taawse 106 
Stewart Iron Works Co......... 103 
Stewart-Skinner Co. ........... 102 
Stine Screw Holes Co....... +=.100 
Strong Mchy. & Supply Co...... 31 
Stuber & Kuck.......... 066eews 96 
spends, Janam, Gis ow i-v's bos 0 ews 32 
T 


Thomson, Judson L., Mfg. Co... 35 


re ae Se pe oo 97 

Townsend, S. P., & Co......... 97 

ge ee 12 

Tubular Rivet & Stud Co....... 104 
U 

eB ge ree 20 

Union Hardware Co........... 11 


Universal Caster & Fdy. Co.... 7 


Vv 
Van Doren Mfg. Co............ 35 
om Se ee 15 

Ww 
Wall, P., Mfg. Supply Co...... 91 
Warren, J. D.. Mfg. Co......... $1 
Weed Chain Tire Grip Co...... 85 
Western Clock Co............. 3 
Wheeling Corrugating Co....... 23 
White Mop Wringer Co........ 95 
Wickwire Brea, «<0. ccccccecs cece 10 
Wiley & Russell Mfg. Co....... 34 
Williams, J. H., & Co.......... 25 
Wire Goods Co.........+-.4%.. 26 
Worcester Mfg. Co............ 33 
Weight Wise. Gee cect ccccvc ctv 29 
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HARDWARE AGE 


November 26, 1914 
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Steel Rules _ 
Steel Squares. 
Gages 

Calipers and Dividers 
Combination Set 
Vernier Caliper 
Micrometers 
Bevel Protractor 
Bevel 

Hack Saw Frame 
Scriber 

Surface Gage 
Center Punches 
Test Indicator 
Tool Chest 


selection. How about your stock? 


NEW YORK LONDON 





What an Average 
Machinist Must Buy! 


The average toolmaker or machinist buys at least as many tools 
as are listed here. All of these are not-purchased at the same 
time by the mechanic but if you sell him Starrett Tools the first 
time, he will come back to your store whenever he needs more. 


This is profitable trade. The secret of a good tool business is a 
good stock, which permits a mechanic to make an immediate 


Send for a supply of catalogs No. 20-A. 
mechanic. He will study it and come back for more tools. 


The L. S. Starrett Co. 


Athol, Massachussetts 
WORLD’S GREATEST TOOLMAKERS 


$2.55 
7.85 
9.10 
13.40 
4.00 
15.00 
17.75 
10.50 
1.50 
1.25 
29 
3.35 
2.40 
3.50 
14.00 


$106.40 





Give one to each 


CHICAGO 


42-407 
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The Hardware 
Catalogue [hat 
Saves You Money 





The catalogue that sells you many lines in 
one bill— 


The catalogue that keeps you in touch, 
every thirty days, with ALL the markets of 
ALL the globe— 


The catalogue that places before you the 
world’s greatest stock of quick-selling, money- 
making hardware specialties— 


The catalogue that quotes ONE LOWEST 
NET GUARANTEED PRICE on each item 
and prints it in PLAIN FIGURES— 


The catalogue convenient; no loose leaves; 
no discount sheets; no supplements— 


This is “Our Drummer’ America’s Price 
Maker. The December number is in the 


mails. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


New York Chicago St. Louis 
Minneapolis Dallas 
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Oneida 
Community 
Ltd. 

ONEIDA, N. Y. a te. | 2 ee 

Please send me free \S COMMUNITY STERLIN Agee es acd 

: UNITY STERLING, (Patrician design only). Ask your « prices 
wane Sone a 7 COMMUNITY SILVER PLATE, (Plate de Lure) 50 Your Kein ae oi 
ed in Hardware Age- Also COMMUNITY RELIANCE es EE ET PRIS eS. ‘easpoons, $2.15; in Canada, $2.75 
nd es * * . . * ‘ i j ; 

rician and og! coaenee _ designs, but m four distinctive patterns of | its own } 25. Year Service, six Teaspoons, $1.f0; in Canada, $1.35” 


¥ 


ie a's cb be bee ee 
eS i ee. wees ee 

NOTE—If you desire news- 
paper a per local advertising, si 
please indicate here: ORTANT—T=< above advertisement 

. y —posed by MRS. VE 
Send me — connnny | Sees on the back cover of ‘ic Seracdee’ Eeosiae Pearl 
ov. 7, also will eppear orback cover of Collier's, Nov. 28. = 


Single column electro or 
Double column electro It is so attractive that » decided 
ve that we have: decided to issue it in easel 
° . . € for ! 
window. If you desire this picture, fill out attached coupon. 2 the dealer 


a * 




















